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C. Reeder, President Continental 


Assurance, Foresees Great Future 


ells Company Leaders They Are Making Contribution to 
Economic Growth; Dr. Reeder Criticises Excessive Claims; 


R. B. Hamor on New Merchandising Methods 


The U. S. economy and the insurance 
usiness may very well be on the thres- 
old of the greatest expansion ever wit- 
essed, said Howard C. Reeder, presi- 
ent, Continental Assurance, in a talk 
efore the firm’s annual regional meet- 
ngs in September. Mr. Reeder and other 
op Continental officials addressed lead- 
ng Continental representatives at meet- 
ngs in the Somerset Hotel in Boston 
barlier and in the Chase-Park Plaza 
fotel, St. Louis, this week. 

The officials paid tribute to the repre- 
entatives for their contribution in 
yaking it possible for Continental to 
bass the $5 billion of life insurance in 
orce mark. 

The expected growth in population, in- 
reased family formation, more job 
bpportunities, higher national income 
vere cited by Mr. Reeder as factors 
thich should bring increased business to 
he life insurance industry. 

Commenting on the recent hike by 
‘ongress in social security benefits, Mr. 
eeder said he hoped it will not be neces- 
ary to continually boost such benefits 
ince it is possible today for individuals 
» supplement this coverage with ade- 
uate insurance protection, pension plans 
nd retirement income through plans 
ffered by private insurance companies. 

Dr. Reeder on Excessive Claims 
Dr. Clifton L. Reeder, vice president 
nd medical director, appealed to the 
epresentatives to take a firm stand on 
roper claim practices. “T hate to say 
is,” he said, “but deals are being made 
vhereby both patient and_ physician 
rofit from illness. Abuses are coming 
hrough a steady increase in fees and 
smaller number of excessive fees.” 
Dr. Reeder warned that doctors and 
atients who connive on illness and 
edical claims against insurance com- 
anies are paving the way for “complete 
cialization of medicine,” by bringing 
overnment into medicine. 

“We have no objection to a normal 
large for services,” said Dr. Reeder, 
ut insurance was never designed to 
ay excessive fees for services. As fees 
crease premiums have to be raised. If 
lis continues our accident and health 
nes will be priced so high they will 
refused. Then the alternative will be 
ther to go back to the individual pay- 
g his bills or bring the government 
ito medicine. The government controls 
hat the government pays for. There- 
bre, complete socialization of medicine 
oul be forced on us if this comes 
out. None of us want that. The 
wernment already owns too much of 
ir lives.” 

New Merchandising Methods 
Robert B. Hamor, vice president and 
rector of agencies, commented on 
tious trends in the insurance industry, 
Pferring specifically to the merging of 
e companies within the fire and cas- 
ilty umbrella, the packaging of life 
‘tection with other forms of insurance 
verage, and the methods of merchan- 
sing which seem to bypass the agent 
ich as through coin machines and 
‘ross the counter. He outlined Con- 
nental’s efforts in coping with these 
ends and its plans for developing new 
ass market techniques. 

Speaking of some of the new mer- 
landising methods being used Mr. 
amor said: “It is here that the real 
reat to the agency system and to you 
S agents appears. Perhaps most of you 
Ave read in the insurance publications’ 
ories about the life insurance company 
roposed for the St. Louis area which 
ill provide protection in return for 
ading stamps to be issued by retail 
ores. Most of us look on this idea with 
tror, but it is conceivable that some 








folks outside of our industry could say 
‘stamps can buy other commodities, why 
not life insurance?’ We have come to 
accept the fact that financial institutions 
can provide or assist in providing credit 
insurance in connection with the sale of 
their commodity—money. 

“Within the past few months several 
proposals have cropped up for the dis- 
tribution of life insurance through coin- 
operated machines. Here’s another 
thought which is very repugnant to ‘us, 
yet the insurance industry has already 
distributed one form of insurance in this 
fashion, 

“The sale of life insurance across the 
counter is far from new. Massachusetts 
has been in this field through its Savings 
Bank Plan for over thirty years. The 
states of New York and Connecticut 
also permit savings bank life insurance. 
There may be others, and it is no feat at 


HOWARD C. REEDER 


all to predict additional states will fall 
into this line sooner or later. 
Sees Great Future 
Concluding his address _ President 
Reeder said: “I believe in this country 
and in the future of our business. This 


Financial And Agency Section 
Program For ALC Annual Meeting 


John B. Siegel, Jr., chairman of the 
financial section, and Jack D. Mc- 
Spadden, chairman of the agency section, 
have announced the programs to be 
given at their section meetings to be held 
during the 53rd annual meeting of the 
American Life Convention at the Edge- 
water Beach Hotel, Chicago, October 
6-10. The 1958 meeting will be the 30th 
anniversary year for the agency section 
which w as founded in 1928. The financial 
section is just one year older, having 
been founded in 1927. 

The financial section will meet all day 
Friday, October 10, the final day of the 
meeting. The agency section will open 
on Tuesday morning for an all day ses- 
sion in the Ball Room of the hotel. 


Financial Section 


Chairman Siegel, who is vice president 
of Life of Virginia, has prepared the 
program to be presented to the financial 
experts of the life insurance business. 
He will preside at both the morning and 
afternoon sessions. 

The program will be opened with the 
chairman’s remarks. Mr. Siegel will then 
introduce the first speaker, Dr. Paul F. 
Genachte, director, Atomic Energy Di- 
vision of the Chase Manhattan Bank, 
speaking on “Trends in Atomic Energy 
as Manifested at the World Conference 
in Geneva, September, 1958.” 

The second speaker of the morning 
will be Dan A. Kimball, president of 
Aerojet-General Corporation, Azusa, Cal- 
ifornia, who will present a paper titled, 
“Missile Supremacy Means National Se- 
curity.” 

Final speaker of the morning session 
will be Leonard W. Brockington, presi- 
dent of the J. Arthur Rank Organization 
of Canada, Ltd., Toronto, speaking on 
“Good Will and Good Neighborhood. id 
Following the morning session, a group 


luncheon is planned for the members of 


the section to be held in the South Ter- 
race. 
When the section reconvenes in the 


Baird, Under Secre- 
will speak on 
and Economic 


afternoon, Julian B. 
tary of the Treasury, 
“Treasury Financing 
Growth.” 

Rounding out the afternoon program 
will be Victor B. Gerard, vice president 
and treasurer, Commonwealth Lite,.:a 
former chairman of the financial section, 
who will speak on “The Investment Offi- 
cer and His Problems—A. D. 1958.” 

Agency Section 


Chairman Jack D. McSpadden, who is 


vice president and secretary, Liberty 
National Life, will open the Tuesday 
morning meeting by presenting the 


“Chairman’s Remarks.” He will preside 


over both the morning and afternoon 
sessions. 
Two speakers have been scheduled 


for the morning session, Clyde R. Well- 
man, vice president i in charge of agencies, 
National Life of Vermont, will deliver 
an address. The agency men will also 
hear an address by Robert M. Best, 
branch manager for Business Men’s As- 
surance Co, at Columbus. One more 
speaker will be presented on the morning 
program, whose name will be announced 
at a later date. 

Immediately following the lunch hour, 
the agency section will reconvene and 
will begin with a business session and the 
election of officers. 

John B. Pryde, director of agencies, 
Imperial Life, Toronto, will deliver a 
talk entitled “Conservation Talk or 
Action?” The final paper of the agency 
section meeting will be given by Charles 
E. Gaines, director, Institute of Insur- 
ance Marketing, Southern Methodist 
University, Dallas, on the subject, “What 
Have We Learned From Our Students 2” 


New Policy, Sales Aids, By Phoenix 


Sparked by the theme “Making Like 
a Salesman Should,” the Phoenix Mutual 
Life has completed a series of four 
regional conferences ‘held at Carmel, 
Cal.; French Lick, Ind.; Manchester, 
Vt.; and Lake Placid. The conferences 
were attended by approximately 350 
agents. 

Herbert C. Skiff, vice president, served 


as general chairman of the regional 


meetings, assisted by Clifford L. Morse, 
CLU, agency vice president. Participants 
from the home office included: Ben- 
jamin L. Holland, president;, Lyndes B. 
Stone, executive vice president ; C. Rus- 
sell Noyes, secretary and advertising 
manager; Reuel S. Kaighn, secretary; 
Maurice R. Perry, agency secretary, and 
Kenneth P. Dowd, educational director. 

High point of the meeting was the 








recession has proven once again that our 
business is not cyclical. The life in- 
surance sales have held up remarkably 
well. The industry’s six months’ figures 
have Ordinary sales about 2% ahead of 
last year. Continental’s Ordinary sales 
are about 5% ahead. 

“I believe that the United States 
economy and the insurance business may 
very well be on the threshold of the 
greatest expansion ever witnessed. The 
expected growth in population alone 
presents an automatically ready-made 
market. Each day eleven thousand babies 
are born in America—fvur million a 
year. Every three minutes there is a 
marriage, and at the present rafe there 
are one and one-half million new families 
annually. With these population in- 
creases go an expanding economy which 
provide more job opportunities. Today 
there are fifteen million more jobs than 
in 1939. It will take twenty-two million 
new jobs to provide for a growing Amer- 
ica in the next fifteen years. With more 
employed people, with — incomes, 
and our national income for July was 
the highest on record, comes more need 
for our product. After food, clothing and 
shelter, there is no more urgent need 
than life insurance. 

“A recent survey by the University of 
Michigan showed that 41% of policy- 
holders when fully appraised of social 
security, pension plans and group life 
insurance benefits, admitted they did 
not have sufficient life insurance pro- 
tection. The public is receptive.” 





introduction of the company’s new Pro- 
tective Retirement Income policy by 
Clifford L. Morse, CLU, agency vice 
president. Designed especially for the 
middle income market, the new policy 
is available in units of $1,000 with a 
$5,000 minimum. At maturity, each $1,000 
produces a $4 per month income at 
age 65. The policy also contains options 
to advance maturity to age 60 and to 
double the monthly income. The gross 
rate and net cost at most ages is better 
than offered by Ordinary life. When 
combined with Family Plan and Family 
Income riders, the Protective Retire- 
ment Income policy offers a complete 
family package. 
New Closing Aid 

Agents were also introduced to the 
company’s new “Power-Pac,” a pocket 
size visual presentation designed to close 
the family package sale in the first 
interview. The “Power-Pac” automatic- 
ally sets up its own written proposal 
and combines protection, savings, and 
retirement all in one plan. 

A popular event of the meetings were 
the room hopping sessions on _ sales. 
Taking part in this area of the pro- 
gram were superintendents of agencies, 
William A. Hunt, CLU, Frederick J. 
Connor, CLU, Oliver M. Wilhelm, and 
Alvin H. Polley, CLU. Other participants 


.from the field included managers Glen 


C. Temple 
Arthur W. 


Los Angeles; 
San Diego; 


R. Larson, 
Murphy, Jr., 
Austin, Oregon; Robert K. Schott, 
CLU, Chicago; John A. Sinning, St. 
Louis; J. Edward Lupien, Detroit; 
Harold F. Bowes, Milwaukee; Orval A. 
Hosch, CLU, New York Downtown; 
Sam P. Davis, New York Lincoln; 
George F. Kiely, New York Uptown; 
Nino Siracusa, Boston; Gordon K. 
Harper, CLU, Philadelphia; Edwin H. 
May, Hartford; and George H. Jennings, 
CLU, Interstate. 

Speaking under the title of “Sales- 
manship Regained,’ Kenneth P. Dowd, 
educational director, introduced a new 
salesmanship section of the company’s 
intermediate training course. In his re- 
marks he pointed out that the selling 
slogan “Caveat emptor’—let the buyer 
beware, might well be modified today 
to “Caveat venditor’—let the seller be- 
ware, warning that the changing intel- 
lect of our buyer demands that we be- 
come more skillful. 

Guest speakers who addressed the 
conferences were the Rev. Robert 
Richards, well-known athlete and clergy- 
man; Kenneth L. Anderson, managing 
editor, Insurance Research and Review 
Service, and Dr. Millard C. Faught, 
management consultant and president 
of the Faught Co., Inc. 
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MacWhinney 30 Years 
With John Hancock 


PROMINENT NEWARK GENL. AGT. 





His Agency Ranks High Among All 
Agencies of Company; Past President 
of Five Industry Organizations 
J. Bruce MacWhinney, general agent 
of John Hancock Mutual Life in New- 
ark, observed his 30th anniversary with 
that company on September 15 and his 
37th year in the life insurance business. 
One of the best known life insurance 
men in New Jersey, Mr. MacWhinney 





Fabian Bachrach 
-E MacWHINNEY 


is also approaching his 20th milestone 
as a general agent with the John Han- 
cock. His success in agency building is 
indicated by the high standing of the 
MacWhinney Agency among the leaders 
of the company. 

This year promises to be his best 
from a paid-for production standpoint. 
As of September 1 the agency was 20% 
ahead in Ordinary volume compared 
with the same period of 1957, ranking 
in eighth position among all John Han- 
cock agencies, and stood in third posi- 
tion for Group insurance production as 
of the same date. For every month this 
year the agency’s paid-for business has 
averaged $1,000,000 or better. 


In addition to his managerial work 
Mr. MacWhinney has also taken a 
prominent part in association activity. 


He was the co-founder and second presi- 
dent (1940-41) of the New Jersey State 
Association of Life Underwriters, being 
its oldest surviving past president. He 
has also served as president of the fol- 
lowing organizations: 

Life Underwriters Association of 
Newark, General Agents and Managers 
Association of Northern New Jersey, 
Atlantic Alumni Association of LIAMA 
and General Agents Association of the 
John Hancock Mutual Life. 





Aetna Names J. A. O’Connor 
Group Annuity Supervisor 


James A. O’Connor has been appointed 
to the newly-created position of regional 
Group annuity supervisor for Aetna Life 
in the greater New York City area, with 
headquarters at 151 William Street. 

Mr. O’Connor will direct the sales 
activities and administration of the com- 
pany’s Group annuity operations, and 
coordinate the services of the Group 
representatives in the New York agen- 
cies, 

Mr. O’Connor joined the Aetna Life 
in 1942 and served for eight years in 
Cleveland, where he became Group an- 
nuity supervisor. In 1953 he was trans- 
ferred to Philadelphia in a similar ca- 
pacity. 


New York Life Appoints _ 
Three General Managers 


Appointment of three general man- 
agers has been announced by the New 
York Life. 

J. Tom McCusker has been named 
general manager of the company’s Den- 
ver general office, one of two New York 
Life offices in the city. General man- 
ager of the company’s Superior general 
office in Duluth, Minn., since 1955, Mr. 
McCusker joined the company in 1934 in 
Bozeman, Mont. He entered manage- 
ment in 1953 as associate manager of 
the San Antonio office, then located in 
Corpus Christi, and become general man- 
ager of the new Corpus Christi office 
in 1954. 

Harlow D. Gilbertson, CLU, associate 
manager of the company’s southeastern 
Wisconsin office in Milwaukee since 1957. 
has been oppointed general manager of 
the Eau Claire, Wis., general office. He 
joined the company in 1950 as a repre- 
sentative of the Capital general office 
in Madison, Wis., where he later was 
named agency instructor and assistant 
manager. He was named a management 
assistant in the home office in 1956. 

William H. Huff has been named gen- 
eral manager of the company’s Lake Su- 
perior general office. General manager 
in Eau Claire since 1955, he joined New 
York Life in 1929. He previously served 
with company offices in Sioux City, Des 
Moines and Davenport, Iowa. 





Nashem Agency Again Leads 
Mutual Benefit Agencies 


The Lee Nashem agency of Mutual 
Benefit Life in New York again was the 
company leader in August in paid-for 
business with a total of $2,049,000. The 
Nashem Agency led the 83 agencies of 
of the company in July with a paid for 
total of $2,613,000. 

For the first eight months the agency 
exceeded the entire paid-for total of 
1957, which was over $12,000,000. The 


paid-for total at the end of this year 


is expected to exceed the $15,000,000 
mark. 

The Nashem Agency has approxi- 
mately $100,000,000 in force and con- 


sistently ranks in the first six nationally 
in paid-for business among all agencies 
of the company. 

Known as the “Major League Agency” 
because it has men from the major 
league baseball and basketball teams, 
the Nashem Agency has every year in 
the nearly 11 years of its existence, paid 
for more business than in the preceding 
year. 

Production leaders in order of paid 
business for the year to date are Cy 
Block, Al Greenhouse, Jim Slote, Gene 
Lapides, Fred Haas, Sy Gaster, Paul 
Bloch, Al Schub, Vince Tierney and 
Howie Grayson. 

Office supervisor is Joyce Kislak, as- 
sistant supervisor Paul Mon, brokerage 
manager Albert Greenhouse. Agency 
supervisors are Greg Behan and Ernest 
Sigety. 
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LIFE INSURANCE 
RENEWALS “c=, 
EQUITABLE BASIS 
300 Park Avenue, New York 22, N. Y. PLaza 3-2826 
Wanted 
LIFE INSURANCE For 
EDUCATIONAL DIRECTOR U, , d gi f’. 
Prominent life insurance general agen- nite lates t¢e 
cy, doing business with “who's who" Call 
clientele. Write Box 2643, The Eastern > 
Underwriter, 93 Nassau Street, New - 
nescelaajmiacodl The MaecGrath Agency - 
84 William Street 
National L. & A. Advances HAnover 2-7865 me 
Actuarial Staff Members ‘. 
eneral Agent 
National Life and Accident has an- The Ute che ieee Co. 
nounced the advancement of three mem- 
bers of its actuarial staff to become ae: 
. 


assistant actuaries. They are: Clint E. 
Edwards, formerly manager of the ac- 
tuarial general division; Roland R. 
Strickert, formerly manager of the ac- 
tuarial statistical division; William C. 
Pinder, Jr., formerly manager of the 
actuarial research division. Al] three are 
associate members of the Society of 


Actuaries. 

Mr. Edwards, a native Iowan, joined 
National Life in 1951 as an actuarial 
assistant, following completion of 
M.S. degree at the University of Iowa. 
Previously, he had attended the Uni- 
versity of Kansas and graduated with 
a B.A. degree at 1950 

Mr. Strickert was born in Jackson, Mo. 
where his early education was completed, 
after which he graduated from Southeast 
Missouri State College in 1950 and at- 
tained his M.S. degree at the University 
of Towa in 1952. He served as an in- 
structor in the department of mathema- 
tics and astronomy at lowa in 1950-52. 
He joined the company’s actuarial de- 
partment in June, 1952 as actuarial as- 
sistant. 

Mr. Pinder went to National Life in 
1951 from Tennessee Eastman Corp. in 
Kingsport where he was statistician. 
After having obtained his early educa- 
tion in Miami, his birthplace, Mr. Pinder 
gained entrance to the U.S. Coast Guard 
Academy through competitive examina- 
tion, and graduated from the Academy 
in 1946 with a B.S. degree. He spent 
the next four years in the Coast Guard, 
and in 1949 went to Columbia University, 
New York, where he received his Master 
of Arts degree in 1951. 
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The 


H. MALCOLM TEARE 
Agency, Ince. 


500 Fifth Avenue 





Serves-New York’s Finest Insurance 


Brokerage Firms 
LIFE © GROUP °¢ PENSION 








General Agents — Continental Assurance Co. — Chicago 


LOngacre 4-8130 


° A. & H. 


New York 36, N. Y. 








New Directors Elected to 
Eastern Life’s Boa 





FRANKLIN BRUCK 


The election of Franklin Bruck a 
Louis P. Rocker as members of t 
board of directors of the Eastern Li 
of New York for three year terms W 
announced this week by Louis Lips 
president of the company. Both m 
are prominent in commercial, finan 
and community affairs in Greater N 
York. a 

Mr. Bruck started his own advertis! 
agency when he was 21. His reputati 
as a marketing authority grew quic 
in the proprietary drug field. He Vv 
founder of the Franklin Bruck Adv4 
tising Corp. and is new vice presidd 
of the multi-million dollar combinati 
known as Pharmaceuticals, Inc. He ™ 
administers a $25,000,000 advertis 
budget to promote many well-kno 
pharmaceutical products. <A _ for 
president of the Metropolitan Count 
Club in Westchester, N. Y., he is @ 
a member of the board of the Am 
Defamation League of the B’nai B’ri 

Mr. Rocker has been a member of { 
New York Stock Exchange since 
and now operates his own stock brok¢ 
age firm. He attended the Rho 
Preparatory Schol as well as the Pace 
Pace Institute of Accountancy. He 
also president of the Jewish Telegrap 


Agency, a world-wide news agen 
honorary vice president of the /ew! 
National Fund, and treasurer of | 


American Jewish League for Israel. 
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NEW STATE MUTUAL HOSPITAL INSURANCE 
Contains Many Sales Features: 


Available to families and individuals. 























* 
@ Coverage begins on policy date — no waiting period. 
@ Available with or without $50 deductible. 
@ Issued to adults ages 18 to 85. 
; ‘ Send today for free booklet 
@ Insured wife becomes policyholder upon death of husband. describing State Mutual's 
@ Children eligible for family coverage from 2 weeks to 18 years. New Hospital Insurance Plan 
, in detail. 
@ Newborn children automatically covered at 2 weeks of age to sa tases 
end of then current premium period at no additional cost. Ad- 
: ditional premium thereafter. | 
f . . | 
. @ Pays variable maximum up to $20 a day room and board; up to | 
sw 90 days for each hospitalization and up to 10 times daily rate for | 
i” hospital services. | 
m ‘ ‘ | 
"a @ Maternity benefits in-hospital, 10 times daily rate; non-hospital 
i 5 times daily rate. No deductible. “a 
{1S! 
ee @ Optional benefits available for surgical procedures and in-hospital _ 
e physician’s calls. he 
nati @ Participating. 1 STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA | 
“a 1 WORCESTER, MASSACHUSETTS i 
n0 L a a 
a : Please send me full details about your new Hospital ; 
a ; * Insurance Plan with a Lifetime Guarantee. 4 
a STATE MUTUAL LIFE : : 
on ASSURANCE COMPANY OF AMERICA Paes 3 : 
Be: Home Office: Worcester, Massachusetts . : 
ace ; Company : 
He i ' 
be : Street : 
lew! % a 
: : City State ; 
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‘ Chairman Walter G. Gastil 
Genl. Agents & Mgrs. Conf. 





WALTER G. GASTIL 


Walter G. Gastil, elected chairman of 
General Agents and Managers Confer- 
ence, during convention of NALU in 
Dallas last week, became manager of 
Los Angeles branch office of Connecticut 
General in 1934 at which time agency 
produced $700,000. Today, its annual sales 
are $200 million and it has $115 million 
in force. Its territory is Southern Cali- 


fornia. 

Born in South Bend, Ind., Mr. Gastil 
attended Pomona College and was a 
first lieutenant in World War I. His 
industry and community activities make 
a long list: chairman of several com- 
mittees of NALU and a member of its 
National Council; former director, Los 
Angeles Life Managers Association and 
International Association of Accident & 
Health Underwriters; member, A. & H. 
Producers and Managers Association in 
Los Angeles; member, Los Angeles 
County Employe Association Retirement 
3oard, and on committees of Los An- 
geles City-County Government Consoli- 
dation Study Commission and _ city’s 
Good Government; on advisory council 
of YMCA; past chairman of trustees, 
Immanuel Presbyterian Church. He re- 
ceived the 1956 Will G. Farrell Achieve- 
ment Trophy awarded by life insurance 
committee, Los Angeles Chamber of 
Commerce. Mrs. Gastil was Maud Philow 
of San Diego. Their son, Richard W., 
is a Connecticut General agent in Los 
Angeles; their daughter is Mrs. Barbara 
Purdy. 





Woodmen of World Adopts 


New Rate Structure 


Woodmen of the World Life Insur- 
ance Society, Omaha, adopted an entirely 
new rate structure which went into 
effect September 1, President Howard 
M. Lundgren announced. In so doing 
the Society has adopted the “philosophy 
of fairness” which is inherent in a rate 
structure wherein rates per thousand 
of basic protection reduce as the num- 
ber of thousands of basic protection pur- 
chased in a single contract increases. 

The newly devised system of “Qualan- 
tity Savings Rate Reductions” applies 
equally to all forms of certificates is- 
sued, each buyer thus receiving the bene- 
fit of the “philosophy of fairness” with- 
out regard to the kind of coverage he 
chooses. 

Rates for basic certificate forms en- 
tirely absorb the costs of acquisition and 
future servicing, so rates for riders do 
not vary per thousand with the amount 
purchased. When all areas of sales are 
considered, the new rates are substan- 
tially lower than those formerly in use. 


Liberal New Features 
In Endowment Options 


BY MUTUAL OF NEW YORK 
Builder 





Endowment Series Provides 
Increased Flexibility in 
Policy Plans 





Mutual Of New York has announced 
its new Builder Endowment series with 
a variety of attractive endowment op- 
tions. The options are designed to pro- 
vide more flexibility in the plans, to meet 
policyholders’ changing needs, MONY 
reported. 

Under one of the options, the policy- 
holder will be permitted to defer matur- 
ity for five or ten years, without further 
premium payments. This choice will in- 
crease the amount of benefit payable 
at the end of the deferment, so that the 
higher amount plus the greater age at- 
tained will provide an increased life in- 
come at that time. Policies will continue 
to share in dividends during the deferred 
period. 

Under a second option, policyholders 
will be allowed to postpone maturity as 
in the first option, but will continue pre- 
mium payments at standard rates, there- 





Announcing — 


Appoint Jesse Flick 


William N. Stannus, vice president in 
charge of reinsurance at Republic Na- 
tional Life, Dallas, has announced the 
appointment of Jesse E. Flick as special 
reinsurance representative. 





by further increasing the amount avail- 
able at ultimate maturity. 

Another option allows policyholders 
whose endowment proceeds are settled 
at the original maturity date under a 
life income option, to increase their 
guaranteed life income by paying an 
additional amount to provide a single- 
premium annuity. The additional amount 
paid for the annuity may be as great as 
the face amount, and the premium rate 
for the annuity will be 2% less than 
MONY’s rates in effect at the maturity 
date. 

Under the fourth option, the policy 
may be continued in force after maturity 
as paid-up participating life insurance 
for the face amount, without evidence 
of insurability. The excess of endow- 
ment proceeds over the amount needed 
to provide the paid-up insurance is pay- 
able on the endowment date. 

Any additional benefits, such as the 
accidental death benefit, will not con- 
tinue beyond the original endowment 
date. 


$200 Million in Force in 5 Years of Active Operation. 


SGENERAL AGENTS WANTED... 
Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 


Father Age 30-$5,000; 


Mother Age 30-$1,000. 


All Children and New Arrivals-$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. 


INCREASING PROTECTION PREFERRED 


WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 









































issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance| Loan Benefit Insurance} Loan 
1 108,000 13,900 5,000 105,000 11,100 8,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 | 156,400 69,387 202,200 133,200 73,110 
18 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 

















ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; "( Guaranteed Conversion to Lower 


Premium without Evidence of Insurability; 


g) Guaranteed Reduced Premium 


in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois, New Jersey — Pennsylvania — Ma 
io — Missouri and 26 Other States 


Columbia — 


and — District of 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 
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State 
LIFE—ACCIDENT & HEALTH 
OPENINGS 
$16,000—$7,500 New 
Chicago—Life Actuary $16,000 |p both f 
East—Life Controller 15,000 an eig 
Midwest—Life Und. Mgr. 15,000 
Midwest—Group Und. Supv. 9,000 nounce 
South—A. & H. (Indiv.) Und. 8,000 of Sta: 
Southwest—I. B. M. Mgr. 8,000 
East— Advertising Asst. 7,500 Mem 
W. Coast—A. & H. (Indiv.) Claims 7,500 
Midwest—Junior Life Und. ‘500 [who es 
Comprehensive selection of positions avail- product 
able ALL areas of the country. Employer the per 
pays moving expenses and part or all of 
service charge. Harbor 
CONFIDENTIAL HANDLING ALL __IN- 14-17 f 
QUIRIES. WRITE FOR "HOW WE OP- ference 
ERATE". No obligation to register. 
In pr 
FERGASON PERSONNEL = Bin. 195: 
INSURANCE PERSONNEL EXCLUSIVELY acciden 
330 S. Wells St., Chicago 6, ill. consecu 
Harrison 7-9040 eliams 
August. 
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Metropolitan Assistant 
Agencies Superintenden 






























In 
Pach Bros. 


ERNEST K. BECKLEY 


Ernest K. Beckley has been appointe 
assistant superintendent of agencies @ 
Metropolitan Life it was announced b 
Frederic W. Ecker, Metropolitan’s pres 
ident. Prior to this appointment, Mi 
Beckley was an executive assistant | 
field training. 

He started with the Metropolitan | 
1941 as an agent in Harrisburg, Pa., an 
most of his Metropolitan career to dat 
has been concerned with the company 
operations in Pennsylvania. He was 
assistant manager in York, and the 
served for four years in field trainin 
positions for the then Penn Sta 
territory. 

He was appointed manager of th 
Washington, Pa., district in 1952, and 4 
1955 was transferred to the Easton, P% 
district, in which assignment he conti 
ued up to the end of last year. 

Mr. Beckley is a graduate of Ea 
Stroudsburg Teachers College and pu 
sued graduate studies at Columbia a 
New York Universities. He was acti 
in Life Underwriter Association affai 
in Pennsylvania and on frequent occ 
sions was called upon to speak befoj 
Association meetings. 


"4 


PEY 





Lincoln National Dividend 
Fort Wayne—An extra cash divide 
of 40 cents per share on stock of Li 
coln National Life was declared at 





directors’ meeting Monday. It will THE 
paid concurrently with the next regulé 140 
quarterly dividend of 40 cents on 

vember 1 to stockholders of record 04 New 
tober 10. The extra dividend does 1 

indicate any change in the regular div Cire 





dend policy, President Walter O. Meng 
stated. 
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State Mutual Life Sales 
Set Eight Month Record 


New increases in sales for all lines, 
D0 both for the month of August and for 
“4 an eight-month total, have been an- 

nounced by President H. Ladd Plumley 
00 of State Mutual Life of America. 
00 Members of the Group sales force, 
00 who established substantial gains in the 
i. (production of new Group business during 
jer the period, met in Worcester and Oyster 


Harbors, Osterville, Mass., September 
N- 14-17 for the annual Group sales con- 
P- ference. 


In producing new sales records to date 

in 1958, State Mutual’s sickness and 
f accident production enjoyed its ninth 
consecutive record month. New pre- 
miums in this line totaled $44,109 in 
August. The record for this month 
brought total new S. & A. premiums for 
the first eight months of 1958 to $336,310, 
compared with $291,462 for the same 
period a year ago. 

The leading sickness and _ accident 
agency for the year to date was the 
Bernard S. Rosen Agency, Denver. 

Individual life sales for the company 

reached $15,967,227 in August. The 
eight-month State Mutual total was 
$125,796,779, some $11,754,024 over the 
year ago total. Leading agencies for 
the first eight months were: Walter C. 
Leck Agency, Chicago; Jeff Gros Agency, 
Memphis; and Louis Cerf Agency, New 
York. 
A 57% gain in August sales over last 
year was realized in Group insurance 
production. Total annualized new busi- 
ness premiums for the year to date 
reached $4,242,325, a 75% gain over the 
same period in 1957. 

Group sales managers and supervisors 
from all sections of the country visited 
State Mutual’s home office in Worcester 
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About It" ® 


—* 


— 
PEYSER AGENCY ® 


Percy A. Peyser 
General Agent 


Martin Rosenberg 


vide! Asst, to Gen. Agt. 
F Lis 

at 
ill THE MANHATTAN LIFE 
eeu 140 West 57th Street 





New York 19 iaeeemnee. cl 


Circle 7-3963 











September 14 and 15, for a series of 
meetings. They were welcomed by 
President Plumley, Vice President Alan 
R. Willson, and officials. of the Group 
sales branch. 

The conference moved to Oyster Har- 
bors Club on Cape Cod Monday, for a 
full schedule of meetings and special 
programs, 

A featured speaker for the Oyster 
Harbors session was Armand J. Gariepy, 
director, Sales Training International, 
who discussed “Motivation of the Indivi- 
dual and Psychological Selling Skills and 
Techniques.” 


Conn. General Appointments 


Connecticut General Life has an- 
nounced eight appointments in its field 
and home office brokerage organization. 

Leonard J. Howell, manager of the 
New Orleans brokerage agency, has 
been appointed assistant superintendent 
of agencies, brokerage division, at the 
home office. Succeeding Mr. Howell as 
head of the New Orleans office is Ray 
W. Brown who has been serving as 
assistant manager. 





Mervyn F. Perry has been appointed 
manager of the Cleveland brokerage 
agency. He has been assistant manager. 

Three men have been named senior 
brokerage consultants. They are Ray- 
mond H. Foster of the Charlotte broker- 
age agency, Ralph E. Johnson, Seattle 
brokerage agency, and Melvin S. Smith, 
Boston brokerage agency. They have 
been serving as brokerage consultants. 

John D. Cronin has been named a 
brokerage consultant at the Seattle bro- 
kerage office and Hugh W. Andes, Jr., 
will be a brokerage consultant with the 
Boston brokerage agency. 
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SUB-STANDARD ISSUES CONSIDERED 


If Basic Policy Includes Waiver of Premium, 
Rider will also include it. Ask for details. 


AMOUNTS AS HIGH AS 


AND ARE ISSUED IN S 


7 Manhattan Life’s A New LEVEL TERM RIDERS HAVE 


. Built-In Guarantee of 


Future Insurability 
50,000 


on basis of up to $2,000 per $1,000 of sum insured 


under the basic Manhattan Life Policy (Term policies excepted) 


JUST ONE EXAMPLE: 





Remember this about Manhattan Life Level Term Riders: 


1. Wide spread of issue ages: 5, 10, 15, and 20 Year 
Level Term Rider from ages 20 to 64 inclusive. Term to 
age 65: ages 20 to 59, inclusive. 


2. Progressive, Personalized Underwriting that considers 


Ask us about the period during which guar- 
anteed conversion is provided under 10-Year; 
15-Year; 20-Year and Term to 65 Level Riders. 


All Riders are participating. 


call The Man from Manhattan 





Over a Billion of 


If you want the most of the best in Level Term Riders, 


THe MANHATTAN LIFE 










hy, 
His 
ii 


N 
en 
Be oie 


of NEW York, 






Home Office: 120 West 57th Street, New York 19, N.Y. 


sub-standard issues up to 1,000% Mortality on the basic 
policy as well as on any Rider. 


Insurance in Force 


5-Year Level Term Rider for 
$50,000 Attached to Basic 
$25,000 Manhattan Life Policy 


INSURED GUARANTEED the Right to Convert 
to Permanent Insurance the Entire $50,000, or a part, 
within 5 Years. (to age 40. Thereafter: 4 years, but not beyond age 65) 


The option to convert is exercisable any time during the specified period. The 
amount is not reduced or “‘pegged” by intermediate drops on specified dates. 


The Level Term Rider is available in most of 
the states in which the company operates. 


INSURANCE COMPANY 
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- Steinberg Associates 
Set Production Record 


LEADS MASSACHUSETTS MUTUAL 


Paid for in August Was $4,284,188; 
Jamaica Branch Tops Million; 
Agency Only Six Years Old 








Delivering more business in a single 
suonth than any other agency so recently 
established in the 107 year history of the 
Steinberg Associates paid for 
ad the Massachusetts Mu- 
tual for August, announced B. William 
Steinberg, CLU, general agent. Only 
3.5% of the record month’s total repre- 


company, 


$4,284,188 to le 





WILLIAM STEINBERG 


sented Term insurance and there was 
no pension trust included. Average pol- 
icy was $36,000 in August. As has been 
true all year, the group’s production was 
about equally divided between its full 
time associates and brokerage sources. 

The agency ’s Jamaica branch, now the 
company’s leading district office, exceed- 
ed a million of production. Allan E. 
Kaplan, CLU is district manager. 

Another important contributing factor 
to the unusual achievement for the six 
year old agency, was the $1,480,000 deliv- 
ered through the brokerage service de- 
partment, under the direction of Louis 
Shottland, brokerage supervisor. 

Max Caplan, Matthew R. Kornreich 
and Morton A. Kornreich were the lead- 
ing Associates for the month, each de- 
livering $200,000 or more. Six other 
agency members exceeded $100,000 for 
the month. They were Tony Favata, Ir- 
ving Ginsberg, Robert K. Golden, CLU, 
Allan E. Kaplan, CLU, Ernest Roth and 
Emanuel B. Shapiro. 

Max Caplan has 
leader having been the volume 


been a_ consistent 


agency 
leader for the last three years. The 
Kornreich twins and Irving Ginsberg 


achieved their record production in the 
first month of their association with the 
Tony Favata is the neophyte of 


agency. 
the group of leaders, having only en- 
tered the life insurance business this 
year. 

Now in the company’s top ten, Stein- 


berg Associates reports its 1958 produc- 
tion through August reached $14,789,263 
an increase to date of $10,602,402 over 
last year. The August production alone 
exceeded the entire agency production 
for 1957 through August. 

Ernest Roth leads the 31 Associates 
for the year. Other leaders are Allan E. 
Kaplan, CLU, Harold K. Heyer and 
Robert K. Golden, CLU 

Steinberg Associates has fast become 
one of the city’s leading estate planning 
agencies. Established from scratch in 
Tune, 1952, it has continued to specialize 
in property planning business insurance 
aud advanced underwriting. In its six 
years, 31 men have been contracted. All 


C. J. McCann Dies; Long 
With Florida Insurance Dept. 


C. J. McCann, long time actuary and 
chief examiner of the Florida Insurance 
Department, died last Sunday. Interment 
is in Portland, Maine, tomorrow. 





31 are still under contract with the com- 
pany, 100% manpower retention. 

Members of the agency have taken 
active parts in all industry activities. 
Edward L. Berger, CLU, assistant gen- 
eral agent, was Queens LUTC chairman 
and is presently an LUTC instructor. 
Allan E. Kaplan, CLU, has taught LUTC 
for several years and is a trustee of the 
Long Island CLU Chapter. Harry I. 
Losin, CLU, is this year’s LUTC chair- 
man in Queens and is a director of the 
Queens Life Underwriters branch. John 
J. Powers is an LUTC A. &H. instruc- 
tor. 

Mr. Steinberg teaches the estate plan- 
ning course at “the School of Insurance, 
is public relations vice president of the 
NYC CLU Chapter, a director of the 
NYC Life Underwriters Association, and 
co-author with Stuart A. Monroe of 
“Practical Property Planning—A work- 
book of Estate Planning for the Life 
Underwriter.” 


No.9 INA 


R. Sclater Brown: * 
Nashville = 





B. D. Hughes, Jr. 
Memphis i 








ARE YOU A SELF-STARTER? 
Top Long Island Life and A. & H. brok- 
erage general agency seeks live wire super- 
visor to promote the Department Store of 


Unlimited opportunity to 
share in present expansion program. Per- 
sonal production necessary. Address: Box 
2640, The Eastern Underwiter, 93 Nassau St., 
New York 38, N. Y. 


Insurance Idea. 

















Chas. D. Minor 
Morgantown 








Lincoln National Life 
Buys 705 IBM Computer 


Lincoln National Life has ordered from 
International Business Machines Corp. 
a 705 IBM Electronic computer, accord- 
ing to an announcement by Walter O. 
Menge, president of Lincoln National. 

The 705 is one of the latest develop- 
ments in the electronic computer field. 
Its acquisition culminates more _ than 
four years.of study and preparation by 
company officials. Scheduled for delivery 
early next year, the equipment will be 
housed in an especially-designed room 
which will afford carefully controlled 
conditions of temperature and humidity. 

Outlining plans for use of the 705, 
Henry F. Rood, vice president and actu- 
ary,.explained that it will be applied to 
processing the great quantities of paper 
work which flow through the life insur- 
ance company. 


SERIES 








M. Earl Eitemiller 


Baltimore James C. Burkett, Jr. 
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EQUITABLE LIFE OF IOWA IN 


THE EAST CENTRAL STATES 


This group of states, rich in the history of our 
country, also leads the Nation in vegetable and 
fruit canning and production of coal. 
is the District of Columbia, the first carefully 
planned capitol of the world. We are proud of 
this group of states and the seven Equitable 
general agents and their agency associates 
who so ably serve the life insurance 
needs of their citizens. 


LIFE INSURANCE COMPANY OF IOWA 


William F. Bell, CLU 
Richmond 





Matthew G. Harper, Jr. 
Roanoke 


Here, too, 
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FOUNDED IN 1867 IN DES MOINES 
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THE LEE NASHEM AGENCY 


“The Major League Agency” 


#1 in the U. S. A. of all 83 
General se 7 both for July 
and August, 1958. 


JULY Paid Production $2,613,000 

AUGUST Paid Production $2,049,000 

8 Months 1958 Paid For Production 
$11,550,000 


Why not use our ideas 
to get more business? 
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J. D. KRUSENSTJERNA 


J. D. Krusenstjerna has assumed ne 
duties as a field supervisor of Banker 
Life of Des Moines. He will work o1 
various assignments with agencies acros 
the country. He has been a member 0 
the J. J. Smith Sioux City Agency sine 
joining the company in 1955. - 

While in personal production M 
Krusenstjerna qualified for President 
Club, the company’s top sales honor of 
ganization, as well as the Career Club i 
1956 and 1957. 
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Large Sales Increases 
Reported By Mass. Mutua 


August sales of Ordinary life insuran 4 of 
showed the greatest percentage increa hai kK. 
in eight years, Massachusetts Mutu hal awn 
Life reported. President Leland math di 
Kalmbach announced last month’s sale sel, . 
of new Ordinary life iusurance surge peen 
53.7% ahead of deliveries during thi, Ried. 
same month of 1957. Since August 4 a 
1950, the percentage increase of sales j ‘d 2 sh 
one month over the corresponding mont es i ost 
of the previous year has never been #4" and ; 
high, Mr. Kalmbach explained. + he 

August also was the second large the Kai 
sales month in the company’s 107-yedj® and p 
history, exceeded only by January 4 , Rien 


1958, he commented. New Ordinary i F 
surance delivered in August, frequent one tl 
a month of slackening summer sales, tq. Silent 
taled $83,036,870, which compared #8*@ts will 
Ordinary sales of $54,041,427 in the sange"ts Mon 
month of 1957. en to be 
Ordinary sales for the first eig 
months of the year, which now tot Ameri 
$624,279,857 are running 30.6% ahead ‘ han 
the comparable period in 1957, Mr. Kalnjl.,, erican 
bach stated. Mr. Kalmbach noted th oad — 
August was the 46th consecutive mont eased n 
in which an all-time record was set ft 46,000 
that particular month and the 72nd comp... 4 R. 
secutive month during which the pr ent of : 
duction of the corresponding month @; 7 the 
the previous year had been surpassed. et life’ in 
The company also reported that ify. 1 
sales of Group life insurance during 
gust amounted to $16,993,693, bringit 
Group sales totals for the first eigi 
months of 1958 to $109,657,564. The co 
bined amounts of Ordinary and Gro 
insurance delivered so far this year stamg ong Indi: 
at $733,937,421, an increase of $140,414 renin 
025 over the first eight months of 1957.°° ‘suranc 
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Advertising Associate 





JOHN W. HEVENER 


John W. Hevener has joined the New 
ork Life as an advertising associate in 
he company’s public relations depart- 
ent. He has been assistant account 
xecutive with Batten, Barton, Durstine, 
)sborne, Inc. Previously he was a pro- 
notion and merchandising field repre- 
entative for the Saturday Evening Post. 
fe also has been in the field of textile 
anufacturing with Deering Milliken & 
‘o., and retail selling with Brooks 
3rothers. 

Mr. Hevener attended Davidson Col- 
ege in North Carolina and the School 
f Retailing at New York University. 
e also studied at.the Straubenviller 
fextile School and the Bernard M. 
aruch School of Business and Public 
Administration at the College of the 

Mmity of New York. 

dent’ 
or of 
lub i 
















Mark Sixth Anniversary 
Karduna_ Associates, Inc., Brooklyn, 
nagency of Postal Life of New York, 
ecently observed its sixth year of 
peration with a cocktail party and 
inner in the Hotel St. George. 

Top officers of Postal Life present 
t the commemorative affair included 
heorge Kolodny, president; Saul Rosen- 
hal, vice president and actuary; Don 
mith, director of agencies, and Emil 
aselitz, agency secretary. More than 
) active agents of the agency also 
ttended. 

In a short talk, Mr. Rosenthal out- 
ned Postal Life’s new family insurance 
lan and explained all of its competitive 
eatures. Mr. Smith spoke of the growth 
t the Karduna agency since its found- 
Mg and predicted that the agency will 
njoy greater success in the future. 
General Agent A. A. Karduna an- 
ounced that September is Postal Life 
President’s Month.” All qualifying 
meents will be presented with a “Presi- 
ent’s Month Award” at a special lunch- 
On to be given in their honor. 


























American Income Increase 
American Income Life during the first 
even months of 1958 had an 80% in- 
rease in net life premium income, which 
creased to $443,500, as compared with 
soff,900 for the same period last year, 
ernard Rapoport, executive vice presi- 
ent of the company, whose home office 
§ in Indianapolis, has announced. New 
et life insurance written, after can- 
Bellations and rejections, increased 
#.6%, from $3,908,000 to $8,620,000. 
American Income, which has long 
g°cn recognized as one of the major 
titers of accident and health insurance 
mong Indiana companies, did not begin 
s@ concentrate its efforts in the field of 
€ insurance until October, 1957. 


With New York Life 












Washington National’s 


New Planning Division 
Washington National Insurance Co. 
recently established a new planning di- 
vision and: promoted John Pensock to 
the position of.manager. The division, 
which is to coordinate the new automa- 
tion program with the company’s other 
work on methods and procedures, incor- 
porates the automation and methods 
sections. 


As manager, Mr. Pensock will also 
continue in direct supervision of the auto- 
mation section—the position to which 
he was assigned on January 1. He 
became re-associated with Washington 
National in 1957, after serving more 
than a year with another company, and 


was assigned to procedure work in con- 
nection with the automation program. 

David Way, named supervisor of the 
methods section on January 1, will con- 
tinue in the same capacity under the new 
planning division set-up. 


MADE LIFE SPECIAL AGENT 

Garland T. Scott, superintendent of 
agencies for Western Life in Kansas, 
has announced the appointment of Ron- 
ald McClain of Hutchinson, Kans., as a 
life special agent. Mr. McClain, most 
recently a general agent for Farmers 
and Bankers Life, will supervise 
direct for Western Life the develop- 
ment of life business from the agents 
of its affiliated company, the St. Paul 
Fire & Marine. 


and 





JOSEPH L. SPEYER, C.L.U. graduated from M.I.T. in 1929. He became a life Agent in 1932 and in 1950 was appointed Supervisor in 
Boston for the Berkshire Life Insurance Company. In 1952 he was named Assistant General Agent, and in 1954, General Agent. 





rs 
i 


...as well as an expert in his own general insurance field 
...if he has the backing of an alert, aggressive Life com- 
pany team. Wherever his limited Life knowledge leaves off, 
that’s where we come into the picture.” 


“You say ‘Come into the picture’, Joe; but to what extent?” 





ge “A Broker can 
'... “pe known as} 
_ .  a&lafe-expert. 






“First, let’s go over the best prospect file you’ll ever have 
«+. your own general insurance customers. Then, we’ll 
develop each case individually. By working this way as a 


team, we can’t help but make a success of Life selling for 
you. I’m sure I’ll convince you that today 


Berkshire presents the greatest potential 


for personal growth in the industry!” 


‘“‘We’re available to give you all the sales and training 


assistance you need to make money selling life insurance. 


Berkshire will support you with field-proven merchandising 


tools and techniques, highly-saleable policies, and fast per- 
sonal service... all the things you need to make life insur- 


ance selling successful and profitable.” 


“What you say really sounds great; but how do I start?” 


ERKS HIRE 


LIFe 


Life, Accident & Sickness, Pension Plans, Annuities 


INSURANCE Co. 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD, MASS. * AMUTUAL COMPANY «¢ 1851 
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State Mutual Manager at 
370 Lexington Ave., N. Y. 


NORMAN R. NELSON 


Norman R. Nelson has been appointed 
manager of State Mutual Life of America 
agency at 370 Lexington Avenue, New 
York. 

Mr. Nelson, with a background of 
seven years in consumer and industrial 
sales, entered the life insurance business 
in 1955 on Long Island. Having compiled 
an outstanding record as a_ personal 
producer, he was appointed an assistant 
manager and given supervisory respon- 
sibilities in 1957. 


Mr. Nelson will manage the agency 
that was established and headed by 
Timothy W. Foley, who resigned as 


general agent but who remains with the 
agency as director of its brokerage sales. 





Asheville General Agent 





ALBERT H. GUDGER 


Albert H. Gudger, Charlotte, N. C., has 
been named general agent for Massa- 
chusetts Protective Association, Inc., and 
Paul Revere Life at Ashville, N. C. 

Mr. Gudger was graduated from Ca- 
tawba College, Salisbury, N. C., and 
received his Master’s degree from the 
University of North Carolina. He entered 
the insurance business in 1953 as a 
field supervisor for Travelers. He was 
subsequently made assistant manager 
for the company at Charlotte. 

Active in trade affairs, Mr Gudger 
is a graduate of LUTC and a member 
of the Life Underwriters Association. 
He has also served as a past national 
director of the U. S. Junior Chamber 
of Commerce, and as a past vice presi- 
dent of the North Carolina Junior Cham- 
ber of Commerce. 





W. A. Porter, Mary Yardley 


Promoted by Fidelity Mutual 

E. A. Roberts, president, Fidelity Mu- 
tual Life, announces the appointments of 
William A. Porter and Mary Ellen Yard- 
ley as assistant actuaries of the company. 

William Porter attended the Univer- 
sity of Maryland, North Carolina State 
University, and received his A.B. from 
the University of Pennsylvania where he 
was elected Phi Beta Kappa in_ his 
senior year. He joined Fidelity Mutual 
in January, 1953. 

Mary Ellen Yardley joined the Fidelity 
in 1947 following graduation from 


Swarthmore College where she majored 
in mathematics. Born and raised in the 


Philadelphia area she had _ previously 
graduated from Lower Merion High 
School. 


Mr. Porter and Miss Yardley success- 
fully completed all of the required 


examinations of the Society of Actuaries 
to become Fellows, in June of this year. 





Made Assistant Actuary 
Lincoln National Life announces pro- 
motion of William A. Drew to be as- 
sistant actuary. 





A. MAXWELL KUNIS, F.S.A. 


Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St.. New York 36 
Chicago Office: 134 N. LaSalle St. 
















O’TOOLE ASSOCIATES 


Incorporated 


Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 
INDIANAPOLIS OMAHA 
Consulting Actuaries 













Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone 2-3840 








State Mutual Holds Sales Conference 


State Mutual Life concluded its five- 
day 1958 sales conference at Equinox 
House, Manchester, Vt., attended by 
nearly 400 agents, general agents and 
managers, wives and home office staff. 
Joe B. Long, vice president, called it the 
most successful ever held by the com- 
pany. 

John B. the 
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experience. 


is our only business. 


American services. 


 AMe, 
CS ro, 
t 








> 
é 
“sf 


Y 
ance LIFE 








The Right Training can 
Make Any Underwriter 
a Better Underwriter 


Training underwriters to be more effective is a long-standing 
service provided by North American Reassurance Company. 
The result of this training is often improved life company 


This expertly conducted program is not stereotyped, 

“big class” training. It consists of individual guidance that 
not only strengthens the underwriter’s knowledge of the rules, 
but sharpens his ability to interpret and apply them correctly 
to each individual risk. It develops a much neglected faculty— 
the underwriter’s good common sense. 


Our underwriter training program is continuous. Instruction 
usually takes place at our own offices, but our training 
specialists do conduct courses at client company locations. 
Life companies of all sizes, and new or experienced under- 
writers throughout North America, are eligible and welcome. 


Our clients are enthusiastic about the quality of training 
their underwriters receive at North American. And this, 
like all our services, is rendered from a completely 
non-competitive position — ‘Reinsurance Exclusively” 


Why not write now for open dates in 
our underwriter training program? 
You'll find it can benefit both your 
underwriter and your company. 


Send for your free copy of “Reinsurance 
Exclusively” which outlines all North 


NORTH AMERICAN 
REASSURANCE COMPANY 


: 161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
e AGCIDENT & SICKNESS e GROUP eu 




























nineteen million dollar producers on t 
State Mutual field force and sever 
other sales leaders. Highlight of t 
second day session was presentation o 
four major awards. The President’s Cu 
to the leading agency went to the Lec 
Agency of Chicago and Walter C. Lec 
general agent, and several of his sale 
team and their wives accepted the trophy 
from President H. Ladd Plumley. Th 
1957 life leader—volume was accepted b 
Felix O. Janke of the New York Cer 
Agency. Edward F. Haldeman, CLU o 
the G. Harold Moore Pittsburgh Agenc) 
received the paid lives championship. Th 


Two 
staff of 
nounced 
land fol 
board of 

Paul 
from sec 
dent and 
urer to 


1957 sickness and accident leader wa i Hi 
Robert E. Sarhatt of the Glenn B. Moor Co pa , 
cut Law 


Agency, Lansing, Mich. 

The State Mutual Agents Associa 
tion elected new officers at the confer advancec 
ence. Roy E. Stringer, CLU, Detroity Upon hi 
was named president and others elected duty as 
were: Henry A. Weil, CLU, St. Louis—{ Haggard 
vice president and Oscar Hurt, Jrg. 
Memphis—secretary-treasurer. Executiv¢ 
committee members of the associatiog PETSOnne 
elected were: John M. DeBorde, II]f ferred t 
CLU, Atlanta; Edward F. Haldema 
CLU, Pittsburgh; John R. Graham, Worf§————— 
cester; Kenneth L. Means, Chicag Lec 
Agency; Philip R. Heil, Cincinnati; an A. 
Earl Juers, ex-Officio, Chicago Dono 
van, A. Stu: 

President H. Ladd Plumley addresseg®! Midl: 
the conference at the opening session heart att: 
He congratulated the general agents an Fifty ye 
managers on recruiting over 250 nevyg 4! associ 
agents already in 1958. Mr. Plumleg Elgort 4 
stressed that State Mutual with severag Joined M 
new products, new field management an@™any ye 
62 company projects under way was havg Work. In 
ing a sales growth six times the averaggtank amc 
company its size. He told the agent tives anc 


tual’s la 


and plac 





that “the success of corporations toda !eadershi 
lies in their imagination to see the buyg@nd 1956, 
ing trends of the American people.” Re Dollar Ri 
ferring to State Mutual’s recent affiliay A natin 



























Was grad 
Wisconsir 
football. 

and two ¢ 
lin, is als 


tion with Worcester Mutual Fire, M 
Plumley said that there has been 
resurgence in the last few years to mu 
tiple-line companies because the publi 
wants to deal with “their insuran 
man” on all insurance matters. 

A talk by James V. Castiglia of t 
Washington, D. C., Sharkey Agency we 
a feature of the conference. A_ wel 
known college All-American and pr 
fessional football and baseball star, 
gave his first year impressions of t 
life insurance business. 

An Agents Golf Tournament was wo 
by General Agent Francis M. Sharke 
Washington, with General Agent Dona 
W. Ayes, Worcester, and John R. Dem 
sey, Buffalo, as runners-up. C. Richa 


Mutual 


Recent; 
Pittsburgl 
cago, is FE 
ner, who 
in Pittsbu 
ager of fie 





Bond of the Chicago Leck Agency he oe FOCe 
low net. Oop 
with a lar 

the past 1 

. . $ Is a men 
Appointed by United Life}i,,j.0.i1 
Appointment of I. Thomas Savino § A gradi 


the position of company auditor QAcademy 
United Life and Accident, Concoffthe Unive 
N.H., has been announced. Also Micha entering 
Manus of Concord has been appoint€iGraber ww: 
a member of the underwriting depalfburgh and 
ment in the home office. 
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PAUL H. C. HAGGARD 


Two promotions in the home office 
staff of Phoenix Mutual Life were an- 
nounced by President Benjamin L. Hol- 
land following a regular meeting of the 
board of directors. 

Paul H. C. Haggard was advanced 
from second vice president to vice presi- 
dent and J. Kenneth Sullivan from treas- 
urer to secretary and treasurer. 

Mr. Haggard is a graduate of Williams 
College and the University of Connecti- 
cut Law School. He joined Phoenix Mu- 
tual’s law department in 1932 and was 
advanced to company attorney in 1940. 
Upon his return in 1945, from active 
duty as a lieutenant in the Navy, Mr. 
Haggard was named assistant secretary 
Jr and piaced in charge of the planning and 
§ personnel department. In 1951 he trans- 
If ferred to the company’s new business 


ocia 
nfer 
troit 
ected 
uis— 





an A. S. Franklin Dead 


A. Stuart Franklin, long a top agent 
Mot Midland Life, died recently of a 
heart attack at his home in Los Angeles. 
Fifty years of age, Mr. Franklin was 
neva 1 associate of the company’s Sam Van- 
Elgort Agency in Beverly Hills. He 
joined Midland Mutual in 1949 following 
many years’ experience in retail sales 
hava Work. In a short time, he rose to a high 
rank among company field representa- 


rage Wee, ve 
venta tives and maintained that position of 
oda@ leadership throughout his career. In 1955 


buyg and 1956, he qualified for the Million 
Re Dollar Round Table. 

ffiliag A native of Milwaukee, Mr. Franklin 
was graduated from the University of 
Wisconsin, where he played Varsity 
football. He is survived by his wife 
mand two children. A son, Nat K. Frank- 
lin, is also a Midland Mutual Agent. 























Mutual Trust Appoints 
Graber in Pittsburgh 


Recently appointed general agent in 
Pittsburgh for Mutual Trust Life, Chi- 
cago, is Elmer C. Graber. Clyde Brun- 
ner, who was formerly general agent 
In Pittsburgh, has been appointed man- 
ager of field training at the home office. 

A recent graduate of LUTC, Mr. 
Graber was a successful life underwriter 
with a large life insurance company for 
the past three and one-half years. He 
ls a member of the Pittsburgh Life 
Underwriters. 

A graduate of Massanutten Military 
Academy, Woodstock, Va., he attended 
the University of Pittsburgh. Before 
ché@entering the life insurance field, Mr. 
intiGraber was associated with the Pitts- 
patfburgh and Lake Erie Railroads. 


J. KENNETH SULLIVAN 


department. Advancing to secretary, he 
was elected second vice president in 
1954. 

Mr. Haggard is a member of the Home 
Office Underwriters Association, Insti- 
tute of Home Office Underwriters and 
American Bar Association. A past presi- 
dent of the Hartford Williams Alumni 
Association, he is currently national 
president of the Society of Alumni of 
Williams College. Mr. Haggard is a 
member of the executive board of the 
Charter Oak Council, Boy Scouts of 
America and a deacon of the Church of 
the Redeemer, West Hartford. He is a 
member of the Hartford Golf Club and 
the Twentieth Century Club. 

Mr. Sullivan, named Secretary and 
treasurer, is a graduate of Dartmouth 
College and did post graduate work at 
the Amos Tuck School of Business Ad- 
ministration, where he received his M.A. 
degree. A CPA, he was associated with 
several accounting firms before joining 
Phoenix Mutual’s accounting depart- 
ment in 1931. He was named assistant 
comptroller in 1942 and assistant treas- 
urer in 1949. In 1954 he was elected 
treasurer of the company. 

Mr. Sullivan is a trustee and treasurer 
of Hillyer College, a member of the 
life reports committee of the Insurance 
Accounting & Statistical Assn., a direc- 
tor of the Reps Tool Company and a 
member of the research committee of the 
Community Chest. 












Group Claims Supervisor 


If you have a thorough knowl- 
edge of group casualty claim 
procedures and a desire to 
advance in a new and rapidly 
expanding group operation we 
have an opening that will interest 


you. 


Submit resume in confidence 


to Box 2645, The Eastern Under- 


writer, 93 Nassau Street, New 


York 38. 











N. Y. Life Makes Haeckel 
Ass’t Vice President 


Gerald B. Haeckel has been appointed 
assistant vice president in charge of the 
Dallas regional investment office of New 
York Life, it was announced by Richard 
K. Paynter, Jr., executive vice president 
and a director of the company. Mr. 
Haeckel, whose headquarters are in the 
company’s regional offices in the Re- 
public National Bank Building, will 
handle all matters relating to corporate 
securities and survey investment ‘oppor- 
tunities in Texas, Oklahoma, Louisiana, 
Kansas, eastern Colorado, eastern New 
Mexico and western Arkansas. 

Formerly investment supervisor, Mr. 
Haeckel moved to Dallas in 1956 from 
the investment department in the com- 
pany’s home office in New York. A 
graduate of Montana State College in 
1948, he joined New York Life in 1952 
as an investment analyst in industrial 
securities after receiving a_ bachelor’s 
degree in finance from the Wharton 
School of the University of Pennsylvania. 
He served with the Navy in 1948 and 
1949. 

He succeeds Donald E. Meads, assist- 
ant vice president, who is returning to 
the company’s home office to assume 
additional responsibilities concerning the 
company’s investments. 





We’ve never heard of any TERM IN- 
SURANCE RATES more competitive 


than ours for amounts under $25,000. 
For example: At age 35, a 5-year term 
policy renewable and convertible to age 
60 costs only $6.58 per thousand ($10,- 
000 minimum policy). Call me today for 
other low term rates. 


PAUL FISHMAN, Brokerage Manager 


MATT JAFFE 


ASSOCIATES, iTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 


(Cflesurance Company 








New York Life Promotions 


President Clarence J. Myers of New 
York Life announced this week the fol- 
lowing home office promotions, effective 
October 1: 

To be second vice presidents: Richard 
W. Baker, Jr., Rollin F. Bennett, How- 
ard H. Conley, Donald E. Meads, Eugene 
S. Ovenshine, Emory F. Peabody, Lau- 
rence B. Soper, Adelbert G. Straub, Jr., 
and Wilson M, Underwood. 

To be assistant vice presidents: Amelia 
E. Reichert, Peter j. Burns, Jack B. 
Collins, William N. Hutchinson, Leonard 
K. Pfiffner, Gordon W. Stable and John 
C. Williams. 

Henry H. Bischoff, Jr., becomes as- 
sistant secretary and Bernard E. Doch- 
erty assistant general counsel. 








We're looking for 





and WOMEN who want 
A WORTHWHILE AND RE- 
WARDING CAREER. Woodmen 
offers the finest field work con- 
tract; unusually high com- 
missions; sales aids; training; 
and hospitalization, life, disa- . 
bility and retirement 
benefits. 


WRITE TO 





T. E. NEWTON, Field Manager 
Dept. E 858, Woodmen of the World 
Insurance Building, Omaha 2, Nebr. 




























NEW YORK 


Lewis E. Weingarten, State Mgr. 
10 East 52nd St. 
New York 22, N. Y. 


NEW JERSEY 
Ralph E. Vance, State Mgr... 


804-5 Broad Street 
Nat’l Bank Bidg 
Trenton 5, N. J. 


PENNSYLVANIA 
J. P. Miller, State Mgr. 


203 Keystone Bidg. 
Blairsville, Pa. 



















‘The Family Fraternity"’ 


WOODMEN ;::: WORLD 


LIFE INSURANCE SOCIETY 


Home Office: 1708 Farnam Street 


Omaha 2, Nebraska 
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Marks Sixth Anniversary Mer 


In New, Enlarged Offices 





SPECHT 


MYRON I. 


The Myron I. Specht Agency of Secur- 
ity Mutual Life of Binghamton, N. Y., 
sixth anniversary in new 
offices at 26 Court Street, Brooklyn. 
Open house, held at the. new 
last week, was attended by many friends 
and the Specht Agency. 
Heading the home office delegation at 
the reception was Harland L. Knight, 
agency vice president of Security Mutual. 

The enlarged and improved facilities 
will enable the Specht Agency to offer 
more complete service to its contracted 
brokers. In addition to extending brok- 
erage service, agency plans also call 
for the building of a full-time organiza- 
tion, ; 

In line with the agency’s expansion 
program, General Agent Specht has ap- 
pointed Elliot Leitner as assistant to 
the general agent and Alan R. Beck 
and Milton J. Mittelman as agency 
supervisors. Currently the agency is 
among the company’s production leaders. 

Mr. Specht attended New York Uni- 
versity, studying business administra- 
tion for two and a half years, until his 
schooling was interrupted by the war. 
He entered Army service in 1943. With 
the Criminal Investigation Department 
of the Military Police at the Port of 
Embarkation, New Orleans and Oak 
Ridge, Tenn., he later spent time over- 
seas in Manila, Philippines, Finchhaven, 
and New Guinea. He specializes in life 
insurance analysis and programming and 
established an outstanding record in 
personal production. 

Mr. Specht has been active in the 
affairs of the Life Underwriters Asso- 
ciation of the City of New York and as 
a faculty member of the agents training 
program, 


observed its 
location 


associates of 


Bankers of Des Moines Has 
$17 Million Increase 


New business issued and paid-for in 
Bankers Life of Des Moines for the 
month of August amounted to $46,005,953, 
an increase of more than $17 million 
over the same month last year. New 
Ordinary business for the month totaled 
$18,973,878, with Group sales amounting 
to $27,032,075. 

Production for the first eight months 
of 1958 totaled $288,831,192. Of this 
amount $170,219,220 was Ordinary insur- 
ance and $118,611,972 Group insurance. 

Total life insurance in force in Bankers 
Life had reached a new high of $3,155,- 
868,438 by the end of August. Of this 
amount $1,802,747,361 was Ordinary in- 
surance and $1,353,121,077, Group insur- 


ance, 


Farewell Party Given for  - 
Lindop on Leaving Monarch 


On the eve of his departure from the 
Monarch Life early this month after 
more than 11 years as general agent in 
New York City, Ralph K. Lindop was 
given a farewell dinner at the Savoy- 


Hilton Hotel, New York, attended by 
about 50 members of his staff. 

Whiting Evans, senior supervisor in 
the agency, was toastmaster, and he 
presented to Mr. Lindop a testimonial 
scroll signed by the entire staff. Gershen 
Konikow, another supervisor, who was 
1957 production leader of the company, 
presented Mrs. Lindop with a’ bouquet 
of roses, and Phineas Brown, first agent 
to be hired in mid-1946 when the agency 
opened, spoke on behalf of the full time 
men. 

Other speakers included Joseph Ged- 
dis, Supervisor Fred Hulme and Roger 
Nicosia; Harriet Newman, personal sec- 
retary to Mr. Lindop, who read an orig- 
inal poem; Melville Bowen, assistant to 
the general agent, and Harry Bradley. 

Gifts given to Mr. Lindop were a 
gold fountain pen and diamond ring 
suitably inscribed, and to Mrs. Lindop 
a diamond shaped medallion. The re- 
sponses of the Lindops were appreciative 
and from the heart. 


93 Nassau Street, New York 38. 





SUPERVISOR 


Established expanding agency of large New England company has opening 
for recruiting and training supervisor. Management opportunity for man with 
successful background as an agent, Address Box 2642, The Eastern Underwriter, 








New Occidental Committee 


A new committee has been authorized 
by the board of Occidental Life of Cali- 
fornia, and several new members have 
heen added to the company’s finance 
committee, according to an announce- 
ment by Occidental’s President Horace 

Brower. A home and branch office 
real estate committee has been formed, 
with Mr. Brower serving as chairman. 
Serving with him are Board Chairman 
and President of Transamerica Corpora- 
tion Frank N. Belgrano, Jr.; newly elect- 
ed Occidental director H. Taylor Peery; 
Director Willsie W. Wood; Executive 
Vice President Powell E. Smith; and 
Vice President H. G. Dobson and A. M 
Burke. 

The new committee will facilitate mat- 
ters dealing with the acquisition and sale 
of properties which may be used for the 
convenient transaction of the company’s 
business, Mr. Brower said. 





CROWN LIFE cives you 
A FAMILY PLAN... 


that you can understand 
and even more important... 
your clients will understand it too! 
The simplest, yet most flexible, 
Family Plan idea 
on the market to-day. 
NOW A BENEFIT... THAT CAN BE ADDED TO ANY BASE PLAN*... 


providing 
per unit 


$2,000.00 on wife 
$1,000.00 on every child (up to 5) 


ISSUED NON-MEDICALLY, UP TO $15,000.00 ON HUSBAND'S 
LIFE ON BASE PLAN UP TO AGE 40. 


ONLY 





Annual cost tExpiry 
Wife’s age per unit at wife’s Age 
20 $14.65 55 
30 $16.34 55 
40 $20.29 55 





*Except Term—husband’s life twice wife's coverage. 





{Available to 60,65 and 70, 














{ERE RS Ac* TOC ea = 
| BROKERAGE DEVELOPMENT DEPARTMENT, | 
| CROWN LIFE INSURANCE COMPANY, 
120 Bloor Street East, Toronto, Ontario, Canada. | 
| Forward rate manual immediately along with your sim- 
~ plified Family Application to: 
right now... : eee | 
. Name. a Sdies 
write now... # | 
| Address. 
| 
| City State 
| When it’s new in town ... it comes from Crown. 6788 | 
rc as is eis as ates Ss va ibe Gis a cree cms ei (nite thas ngmsa enseeniblil 


NOT ISSUED IN MARYLAND, TEXAS, NEBRASKA, NEW JERSEY, PUERTO RICO. 


Heads Ohio National Club 





C. TED ERMLICH 


An outstanding feature of the sales 
congress held in August by the Ohio 
National Life at the Manoir Richelieu, 
Quebec, was the election of new of- 
ficers for the company’s Builders Club. 
Elected for a two-year term were Presi- 
dent C. Ted Ermlich of the N. J. 
Tschantz Agency, Canton, Ohio; Vice 


President R. M. Woolford of the L. A. 
Wood Agency, Springfield, Mo., and 
Secretary G. W. Cramer, Jr., of the 
H. H. Grider, Jr. Agency, San Diego, 


Cal. The Builders Club is composed of 
the company’s leading agents. 





New Great-West Agency 

Great-West Life, Winnipeg, Canada, 
has opened its first agency in Phoenix. 
The new office marks the entry of Great- 
West Life into Arizona. 

E. A. Palk of Winnipeg, the com- 
pany’s director of agencies, who was 
in Phoenix for the opening of the new 
branch, announced that Harold R. Gais- 
ford, formerly of Dallas, has been ap- 
pointed branch manager. 

Great-West Life, with business in 
force of over #4 billion, now has 66 
branch offices located in major centres 
across the United States and Canada. 
Great-West Life reported record new 
sales of $331 million for the first half 
of 1958. The company’s assets are esti- 
mated at $657 million, including $315 mil- 
lion in Government, municipal, and cor- 
porate bonds; $245 million in mortgages; 
and $19 million in real estate. 





American National Opens 


Alaska Ordinary Branch 


Operations of American National of 


Dallas in Alaska, formerly ‘handled as afy 


district agency under the Utah branch, 
will now be conducted under a ful 
branch located at Anchorage, Alaska. 
Orson P. Millet, formerly district man- 
ager, has been promoted to head the 
Ordinary branch office in Alaska for 
American National, with the title of 
general agent. 

Mr. Millet joined the Ordinary field 
force of Anico in 1954 and, before g0- 
ing to Alaska, had been’ promoted to 
district manager at Ogden, Utah. 
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(nion Central Life Carson Heads Toledo Agcy. HERMAN REINIS 


Plans New Home Office Of Aetna; Other Changes LIFE SALES EXECUTIVE 


Brooklyn General Agent 

















<= S. G. Carson has been named head of Unusual opportunity for life 
WILL SELECT SUBURBAN SITE ine Toledo agency of Aetna Life suc- The Manhattan Life sales executive with outstanding 
-eedi re (Founded 1850) record to assume direction of 

Offi a t ceeding John A. Hill, who recently was ; t ; 
seg Has Been Sold To 0 promoted to senior vice president at 50 Court St. MAin 4-7951-2-3 sales for rapidly expanding life 
New York Investors the company’s home office at Hartford. affiliate of long established prop- 
The company also has announced ap- erty and casualty company with 





) Union Central Life will build a new 
ome office building in the suburbs and 
considering favorably an attractive EE RE Se a ee 
fer for the sale of its two office build- S. G. Carson and Associates, which suc- ; <oay Eeeak: (lice: Yaak tie ae 
ngs at Fourth and Vine Streets, Presi- ceeds Hill, Carson and Associates as Continental Assurance Company 

32 COURT STREET BROOKLYN 1,N. Y. 


ent John A. Lloyd announced. sélaees audit as Potahn tal Se anoth. 
The transaction, which if consummated 8 age 3 TRiangle 5-7362 
western Ohio counties. 


il be one of the largest real estate Ve ‘ 
‘Beals in Cincinnati’s history, would pro- The new agency head began his career Marvin T. Benson succeeded Walter 


ide that the 34 story Union Central with Aetna Life in 1934 as Group repre- who resigned to become president of B. Arnold, Jr. as general agent at Miami 
ilding at Fourth and Vine and the sentative at Nashville and joined Mr. McLaurin & Roeder, Inc., will continue September 1. Mr. Arnold, who headed 


P| pmecting 8 story Union Central Build- bin at Toledo in 1936 as manager of to represent the Aetna Life Affiliated the Miami agency since it opened in 
~ figat Third and Vine become the prop- : 2 


pointments of new general agents at 


: a a, : "Where Business is Appreciated” New York Home Office. 
Detroit, Miami and Saginaw. 


CARL E. HAAS, C.L.U. Write in confidence to Box 2646, 


General Agent The Eastern Underwriter, 93 Nas- 























; ty of Brooks, Harvey & Co. of New the Group department. At Toledo Mr. Companies. 1949, will continue to be associated with 
: ork City, nationally ‘known investors Carson has been field supervisor, as- Charles M. Morgan, Jr., who has been the agency. 

: real estate. The purchase price will sistant and associate general agent and associate general agent at Saginaw, suc- Mr. Benson was named associate gen- 
; i oy Ri egy oa ictne Giliea! tides general agent. ceeded Mr. Fraser as head of the agency eral agent at Miami last March after 
f idion: Central will be selected sithiin George C. Fraser, general agent at there. Mr. Morgan joined the company representing the company at West Palm 


jong several which are under consid- agency there in 1954, succeeded H. J. general agencies in Hartford, Syracuse, office Group representative at New York, 
ation. Construction will begin as soon 


b plans and specifications can be pre- 
bred and contracts awarded. The sites 
nler consideration are all in suburban 
ucinnati and provide large acreage for 
pautification, automobile parking areas, 
hd recreational facilities for the com- 
hny’s home office staff which numbers 
out eight hundred. 

‘The development of the city and ‘ 

unty arterial freeway system makes 

possible for us to do what so many 

ales fher large life insurance companies have Ce pproac 

Yhio Ple—move to the suburbs,” Mr. Lloyd 

bat id, “Our new building will be a com- 
of. anding structure containing about 


S - e 

5000 square feet of space and _ built ’ 

lub.f such a manner as to provide for Oo Program-Selling 

esi- Pure additions. It will be architectur- 

y designed to harmonize with existing 

well as planned future structures in 

¢ community.” 

A. — Union Central Tower Building 

and BS built in 1912 and 1913 and at the : ° ° ‘ e 

the @¢. was the tallest building west of Lincoln National's Family Security Forecaster brings a new approach to 
¢e Hudson River. It was constructed 

‘fring the administration of the late 

1 of fsse R. Clark, Sr. as president of the ° ' ° ° ° ° 
mpany. The annex building was erected program-selling. What's more, designed as a one-interview programming 

1927 during the presidency of the 

te tg Sage. The two buildings 

ntain 8,000 square feet of space, e ° ° 

WD ck which is occupied Wy ite sale, it saves time. With it, the agent programs only the cases he sells, 

ada, @™pany and the balance by tenants. 

snix, pte new home office building will be 

‘eat- Fupied solely by the company. 


fen time, Mr. Lloyd said, from Saginaw since Aetna Life opened its in 1948 and has served as cashier at  Jeach for five years. He served as home 
r 


McLaurin as head of the Detroit gen- Cincinnati and Boston, and as agency Atlanta and Charlotte after joining 
eral agency September 1. Mr. McLaurin, supervisor in New York. Aetna Life in 1948. 





Jice 


ego, 


after he sells them. 





new Xtends Pre-Authorized 


| Check Plan Into Canada : ee : f 
After a year and a half of successful Lincoln National's new Family Security Forecaster 


; in pation throughout the United States, 
s 66 9ttual Of New York is extending into 
ntres Plada its plan for monthly payment 
yada.{ Premiums by pre-authorized bank 
new fttks. The plan is called MONY-matic. 
half flu the first 17 months of MONY-matic 
esti- Pffation, individuals have purchased 
mil- 8 million of new insurance under the 
cor-§%ram. In addition, existing policy- 
iges; Pliers have transferred $172 million of 
firance to a MONY-matic payment 
sis, 
Thirty-six percent of the policies 
| hnsferred were formerly being paid on 
tegular monthly basis. About 28% 
nch tt being paid by quarterly premiums; 
‘ had been on a semi-annual basis, 
er 24% were on an _annual pay basis. 
: NY considers this clear evidence 
full ht even people who formerly paid 
Fmums annually or semi-annually 
Fer the convenience of the monthly 
the authorized check method, if such 
. for = can be provided at a reasonable 






is another reason for our proud claim that LNL is 


geared to help its fieldmen. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 





dlicyholders using MONY-matic are 
field #8 for as many as seven or eight 
e go-P"es with a single check monthly. 
-d tof’ 2verage is about two policies per 


Its Name Indicates Its Character 
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Manager at New Orleans 





ALLAIN 


ELMORE F. 


Allain 


Appointment of Elmore FI. as 
manager of the New Orleans service 
office of Life Insurance Co. of North 
America has been announced by Leland 
T. Waggoner, CLU, agency vice presi- 
dent. Mr. Allain succeeds G. Ernest 
Thomas, former INA life manager in 
New Orleans, who has been appointed 
assistant superintendent of agencies at 
Philadelphia. The New Orleans service 
office is located in Room 700 of the 
Commerce Building at 821 Gravier 
Street. 

A native of New Orleans, Mr. Allain 
was brokerage manager for Occidental 
Life in New Orleans from 1953 to 1958. 
He is a member of the board of directors 
and a former secretary of the New 
Orleans Life Underwriters Association. 





Brunner Field Training 
Manager for Mutual Trust 


Mutual Trust Life, Chicago, announces 
the appointment of Clyde Brunner as 
manager of field training in the home 
office. Mr. Brunner had previously been 
a general agent for Mutual Trust in 
Pittsburgh. 

Mr. Brunner has specialized in pro- 
gramming and estate planning. A recent 
graduate of LUTC, he is a member of 
the Pittsburgh Association of Life Un- 
derwriters. Prior to entering the life 
insurance business in 1954, Mr. Brunner 
was an accountant and tax consultant. 
He has served as manager of the life 
insurance department of a large general 
insurance firm. 

A native of the Pittsburgh area, Mr. 
Brunner graduated from the Robert 
Morris School of Business, where he 
studied accounting, law and taxes. 





Mass. Mutual Life Opens 
Davenport Group Office 


Massachusetts Mutual has announced 
the opening of a Group insurance office 
in Davenport and the appointment of 
Roland E. Wert as its district Group 
representative. In his new position, Mr. 
Wert will supervise Group policy sales 
and Group policyholders’ — services 
throughout eastern and central Iowa, 
assisting brokers in the area and work- 
ing in cooperation with General Agents 
James N. Cardwell in Davenport and 
Roland K, Manbeck in Des Moines. 

A native of Chicago, Mr. Wert is an 
alumnus of the University of IHinois 
and an Air Force veteran. He joined 
Massachusetts Mutual in 1957, following 
completion of his company’s fourth an- 
nual Group sales training school and has 
been a Group representative in the Chi- 
cago area for the last ten months. 


General Re. Declares 


Stock and Cash Dividends 


The board of directors of General 
Reinsurance Corp. at its meeting on 
September 10 declared a 10% stock 
dividend on the company’s capital stock, 
payable September 30 to stockholders 
of record on September 18. The board 
also declared a quarterly cash dividend 
of 50 cents per share, payable Septem- 
ber 30. Record date for the cash divi- 
dend is September 24, 1958. 

In announcing the dividend action 
Edward G. Lowry, Jr., chairman of the 
board, said: “This stock dividend re- 
flects the continued success of the com- 
pany’s operations. Underwriting results, 
which were profitable last year, con- 
tinued to be satisfactory for the first 
six months of 1958. Investment income, 
which has grown steadily for a number 
of years, is still showing an upward 
trend. Surp!us to policyholders on June 
30, 1958, reached a new high of $44,715,- 
869, an increase since the becinning vu: 


the year of $3,940,268.” 


Sun Life Advances Two 
On Home Office Staff 


Two important appointments have 
been announced by the Sun Life of 
Canada effective immediately. 

A. R. Hasley, formerly assistant super- 
intendent of agencies, Group Division, 
has been named executive assistant. Mr. 
Hasley joined the Sun Life in Montreal 
in 1924 in the claims department. He 
later transferred to the agency depart- 
ment where he was appointed chief 
clerk in 1936, inspector of agencies in 
1947 and assistant superintendent of 
agencies in 1951. 

P. S Mathewson, formerly assistant 
superintendent of agencies for western 
Canada to be associate superintendent of 
agencies for the Southern (Overseas) 
Division. A graduate of University of 
British Columbia, Mr. Mathewson joined 
the Sun Life in Vancouver as a repre- 
sentative after serving in the Royal 
Canadian Navy during the Second World 
War. Posted to head office in 1951 as 
inspector of agencies, he was promoted 
to assistant superintendent of agencies 
in 1952. 








TOUGH _ Bernarp A. HAAS AGENCY 


CASE 


SPECIALISTS 


MUrray Hill 2-3963 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 





General Agent at Atlanta 





JAMES R. STRACENER 


James R. Stracener has been ap- 
pointed general agent of Manhattan 
Life in Atlanta with offices at Suite 1601 
Healey Building. 

In sales work since 1949, Mr. Stra- 
cener started his career in life insurance 
with the Aetna Life as brokerage man- 
ager. His last association, before joining 
Manhattan Life, was with the Crown 
Life as district Group supervisor. 

A graduate of Texas A. & M. College, 
he is a veteran of World War II, served 
with the U. S. Air Corps for four years. 
A major, he was with the Air Transport 
Command in England. 








NORTH AMERICAN 
LAUNCHING 


...the MAN on his way UP 


| 













| | 
! 


expansion program. 


. .. the MAN who recognizes 
his new future in our solid 
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| 


















one 


Want to talk to a man who 
wants to talk to YOU? Write 
in re gamma: 














North American Building 
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NORTH AMERICAN LIFE 
Fhunance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


| 





Chicago, Illinois 











LIFE, UNDERWRITING & 
SICKNESS 


UNDERWRITING MANAGER 
ALLSTATE INSURANCE CO. 


We need a man capable of creating 
a new departinent. This man must 
have advanced knowledge in under- 
writing, rate making and risk selection 
with outstanding business record for 
5-10 years. Ability to work closely 
with sales, claim & services to insure 
proper training, evaluation of business 
written & renewal of adverse trends. 


While requirements aze high, the 
salary, bonus and benefits are com- 
mensurate. Resumes submitted will be 
treated in strict confidence. 

Box 2647, The Eastern Under- 


writer, 93 Nassau St., New York 38, 
N. Y. 








Mutual Of N.Y. Names Thre 
To Home Office Sales Sta 


Mutual Of New York has promote 
Ralph Alpert, Claud P. Barrett an 
Irving M. Stone, CLU, to the hom 


office sales department staff, it was an 
nounced by Stanton G. Hale, vice-presi 
dent for sales. These men, all formerl 
assistant agency managers, will underg 
a program of special managerial trainin 

Mr. Alpert has been in the persona 
insurance field since 1937. After Worl 
War II, he served as chief of the under 
writing division of National Service Lif 
Insurance for the Veteran’s Administra 
tion. He joined MONY as a field repre 
sentative in the Boston area in 195) 
and since 1956 has been assistant agenc 


TH || 








manager of the Boston (Broderick 
agency. 

Mr. Barrett has been with MON} 
since last January, when he joined th 
Knoxville agency as assistant agenc 
manager. Prior to that, he served a 


district manager for the Bankers Lif 
and Casualty. 

Mr. Stone, a former English teache 
for the New York City board of educ 
tion, entered the personal insurance fiel 

























in 1953 as a field_ representative fe 
MONY’s Richard E. Myer agency { 


New York City. In 1956 he was appointe 
assistant agency manager. 





Peter F. Naylor Named by 


Union Central in Portlan 


Peter F. Naylor, former vocations 
rehabilitation supervisor for the state ¢ 
Oregon, has been appointed manager 4 
the Portland Agency of Union Centrd 
Life. Mr. Naylor represented Banke 
Life of Des Moines, after seven yea 
service in the state position. He joine 
Union Central this year. During Wor 
War II he served in the Army Air Corf 
in the South Pacific as captain af 
navigator. He won 16 awards, includi 
the DFC, Air Medal and Purple Hea 

A native of Chicago, Mr. Nayld 
attended both Chicago State College 
California and the University of Orego 
He has been active in Portland comm 
nity activities, being a member of t 
Chamber of Commerce, Knights 4 
Columbus, Elks, a board member of t 
Girl Scouts of Legrande and past prés 
ident of the Legrande Tuberculosis af 
Health, and United Cerebral Palsy. 
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Fair exchange — it pays off for our team, too! 


THE NICE THING about swapping baseball cards is 
that everybody wins. 

That’s true of our EXCHANGE PROSPECT PLAN, too. 
Here’s how it works: 


A New England Life agent often discovers good 
prospects who are out of his reach for one reason or 
another. Perhaps they are men transferred to new 
territories . . . or out-of-state relatives of local 


policyholders. 

He records information about them on a special 
form and sends it to the Sales Service Bureau in our 
Home Office. From there individual cards of the Ex- 


change Prospects are distributed to the appropriate 
New England Life agencies . . . and the agent in turn 
gets top priority on leads for his own area. 


This Plan of ‘“‘card-swapping” is uncomplicated 
and effective. It works because of a special kind of 
team spirit that is characteristic of New England 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1635 
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Supervisors Eligible 

For GAMC Membership 
4 COS. HAVE 100% MEMBERSHIP 
Walter G. Gastil Chairman; Leonard T. 


Smith and Coy G. Eklund Vice Chair- 
Robert Pitcher Secretary 





men; 





By a change in its bylaws the General 
Agents and Managers Conference, meet- 
ing in connection with the convention 
of NALU in Dallas last week, will here- 
after make eligible for associate mem- 
bership members of local Supervisors 
Associations. R 

As reported in The Eastern _Under- 
writer last week, Walter G. Gastil, man- 
ager Connecticut General at Los Angeles, 
was elected chairman of GAMC. Vice 
chairmen are Leonard T. Smith, man- 
ager, Prudential, Providence, R. I, and 
Coy G. Eklund, CLU, Equitable Society 
manager, Detroit. Robert Pitcher, John 
Hancock, Boston, was elected secretary. 

At the traditional GAMC luncheon, 
Mr. Gastil, newly elected chairman and 
membership chairman this past year, an- 
nounced that four companies have 100% 
membership of all their agency heads in 
GAMC, and that two companies lack 
just one general agent or manager to 
make them 100% in GAMC. Mr. Gastil 
awarded the first “100% GAMC Member- 
ship” award to his own company’s vice 
president, Frank O. H. Williams, featured 
speaker at the meeting. 

In addition to Connecticut General, 
other home offices that will receive 100% 
Awards are John Hancock (Ordinary 
Division) Manufacturers Life, and New 
England Life. 

Newly elected to the board of direc- 
tors for three year terms: Milton Asfahl, 
CLU, general agent, Equitable of Iowa, 
Oklahoma City; L. Kent Babcock, Jr., 
CLU, Aetna general agent, Philadelphia; 
Kenrick C. Hawkes, manager, Mutual 
Of N. Y., Seattle; Hastings A. Smith, 
CLU, general agent, New England Life, 
Indianapolis. Elected to a two-year term 
was Darrell D. Eichhoff, CLU, manager, 
Metropolitan, St. Louis. 





Craig Calls Approach To 
Group Problem Unrealistic 


In his report to the General Agents 
and Managers Conference at Dallas last 
week as chairman of the special Group 
insurance committee, W. Thomas Craig 
said the Group problem was bigger than 
any one angle such as jumbo Group 
coverages and cited the fact that the 
NALU special committee on Group in- 
surance headed by Harry N. Phillips had 
recommended that it be made a standing 
committee to deal with the whole com- 
plex of matters involved. 

“The questions to be considered by 
this committee are very great, very many 
and vitally important,” said Mr. Craig. 
“Perhaps more progress has not been 
made, or is not possible, due to an 
unrealistic approach to the whole Group 
question, or perhaps it is due to the fact 
that apparently the life insurance com- 
panies, as a whole, are so hungry for 
business that all of the rules have been 
and are being junked. 

“Maybe the so-called 20/40 formula 
is unrealistic in view of present economic 
conditions. Maybe the approach to the 
payment of agents’ commissions and the 
employer-employe formula has_ been 


wrong. Perhaps the whole picture has 
been out of focus in the light of present 


conditions. 
“We are not saying that this is correct; 


however, we are saying that this is a 
big question and that maybe the new 
chairman of the Conference should con- 
tinue a Special Group insurance com- 
mittee to study the whole situation and 
to come up with a blueprint after suffi- 
cient time and study, working in close 
cooperation with the special committee 
on Group insurance of NALU. 

“We do not believe that precipitous 
action should be taken through the 
adoption of resolutions which do not 
of themselves make contributions to the 
solution of the problems.” 


‘ing power of the 


NALU on Deficit Spending, 


Praises Hoover Commission 


The National Association of Life Un- 
derwriters at Dallas last week made a 
strong endorsement of the Hoover Com- 
mission recommendations for Federal 
Government reorganization and_ econ- 
omies and blasted ‘the resumption of 
deficit spending by the Federal Govern- 
ment on a scale previously seen only in 
wartime.” 

The resolution on the Hoover recom- 
mendations pointed out that 72% of the 
first Hoover Commission proposals had 
been adopted “with eventual savings 
totaling $7 billion” and added: 

“Well over 60% of the (second) Com- 
mission’s recommendations have so far 
been adopted with substantial savings 
in Government costs but leaving many 
of the most important economy measures 
still to be enacted.” 

The other resolution, putting NALU 
on record in favor of sound money, said 
three out of every five Americans own 
life insurance for a total of $480 billion 
and “we in life insurance have an ob- 
ligation to do everything in our power 
to help maintain the ultimate purchas- 
benefits involved 


National Quality Award 
To 355 14-Year Qualifiers 


A new analysis of National Quality 
Awards in 1958 shows that 355 qualifiers 
have received the award every year in its 
14-year history. Total qualifiers in 1958 
numbered 15,688 as compared to 4,931 
last year, said Ann Bickerton, director 
of field service of the National Associa- 
tion of Life Underwriters, which issues 
the awards in conjunction with the Life 
Insurance Agency Management Associa- 
tion. 

Women Award winners numbered 213, 
of whom three were 14-year qualifiers. 

In percentage of members winning 
awards, Hawaii topped all states with 
40.2%. More than 30% of members 
qualified in six states: Wisconsin, 37.5%; 
Rhode Island, 35.7; New Hampshire, 
34.0; Vermont, 324; Maine, 30.8, and 
New Jersey, 30.2. 





against the inroads of inflation and 
devaluation. 

“Multi-billion dollar deficits, if long 
continued, undermine one of the funda- 
mental props to maintaining a sound 


dollar of stable purchasing power.” 








“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new 
coverage, we at Bankers Life Company are proud to 
have introduced it. We are equally proud of comments 
in the insurance trade press like: ““We believe Bankers 
Life has started one of the most important merchan- 
dising trends in the life insurance business . . .” 


We appreciate also comments in publications out- 
side our industry like: “‘. . . it takes courage to initiate 
an insurance venture of this kind” in an advertising 
publication, or a major metropolitan newspaper com- 
menting in an editorial on this new insurance idea: 
“Bankers Life has long been known as a progressive, 
pattern-setting firm in the insurance business.” 


Yes, alertness to changing times and needs has 


marked Bankers Life as ““The Company That Fits The 


99 ° . 
Need” as we have pioneered other coverages like the 
“Wife Protection” rider .. . Group Permanent Life 


. . » Widow’s Pensions . . . and Deductible H&S 


Plans. Do you wonder that Bankerslifemen are proud 


of the Company they represent? 


BANKERS 


DES MOINES, 


COMPANY 
IOWA 











Lester Schriver Receives 
John Newton Russell Award 


Dallas—The “Oscar” of the life insur- 
ance business, the John Newton Russell 
Award for service to the institution of 
life insurance “above and beyond the 
call of duty,’ was presented to Lester 
O. Schriver, managing director of Na- 
tional Association of Life Underwriters. 
The selection was made by a special 
committee and was kept secret until an- 
nounced at the final session of the NALU 
convention here. The award is given 
annually by John Henry Russell of Los 
Angeles in memory of his late father 
whose name it bears. 

Mr. Schriver is a former member of 
the Connecticut legislature and former 
city manager of Peoria. He was general 
agent at Peoria and earlier was superin- 
tendent of agencies for Aetna Life. An 
authority on the life of Abraham Lincoln 
and collector of Lincolniana, he has writ- 
ten numerous books, monographs and 
articles on the Civil War President. He 
is a trustee of Illinois State Teachers 
College, Lincoln Memorial University, 
and MacMurray College, the latter two 
of which have conferred on him doctor- 
ates of laws and of humanities, respec- 
tively. A graduate of Syracuse Univer- 
sity, he received Syracuse’s George 
Arents Pioneer Medal and Scroll for 
“Excellence in Insurance” in May 1958. 





CLU Society to Expand 
Services, Adopt Code 


A five-year plan which calls for addi- 
tional services to members, the develop- 
ment of a code of ethics, further expan- 
sion of graduate education for CLU’s, 
and increased public relations efforts, 
was blueprinted and put in motion by the 
board of directors of American Society 
of Chartered Life Underwriters at its 
annual meeting in Dallas. 

By-Laws of the Society were changed 
in minor ways to open the way to the 
far reaching program of stepped up 
Society activities and services, and antic- 
ipating the organization’s new adminis- 
tration, it is expected that a new com- 
mittee will go into operation to work 
more closely with the Society’s 108 
chapters—a Chapter Relations Commit- 
tee. 

Envisioned in the over-all plan is an 
enlargement of the American Society’s 
program of continuing education avail- 
able to members. 

Based on studies made by the Society’s 
Committee on By-Laws and Code of 
Ethics chairmanned by Past President 
Gerald W. Page, a report by the Pres- 
ident-elect William H. Andrews, Jr. 
called for the submission of a set of rules 
of professional conduct to the board next 
fall, 

American Society membership was an- 
nounced at 4,716, and new members dur- 
ing the year 1958-59 are expected to push 
the roster well above the 5,000 mark. 

The report of the Society’s retiring 
president, Eugene C. DeVol, general 
agent for National Life in Philadelphia, 
told that a total of 143 members attended 
the three 10-day CLU Institutes last 
summer, that the CLU Journal is reach- 
ing 10,700 readers, and that Query, the 
Society’s public relations mailing piece, 
is now making well over a million calls a 


year on the public. 





American College Trustees 


Trustees elected by board of American 
College of Life Underwriters at its an- 
nual meeting September 9 in Dallas 
include Earl R. Trangmar, third vice 
president of Metropolitan Life and long 
active in American College affairs; Rob- 
ert L. Woods, CLU, first vice president 
of American Society of CLU and general 
agent in Los Angeles for Massachusetts 
Mutual Life, and Benjamin N. Woodson, 
CLU, president of American General 
Life; Richard N. Lewis, president of 
LUTC and vice president of Great Na- 
tional Life, and Frank B. Maher, presi- 
dent of LIAMA and vice president o 
John Hancock Mutual Life. 
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When the earth spouted “Black Gold...” 


Back in 1859, the first oil well spouted “black gold” over 
a startled group of men in Titusville, Pa. That same year 
The Equitable opened its doors for business in a one-room 
office in New York City. Since then, both The Equitable 
and the oil industry have come a long way. 

In those days, oil was used primarily for illumination, 
and as a base for “‘snake oil,”’ a home medication for assorted 
ailments. It wasn’t until mechanization took hold in Ameri- 
can industry that petroleum and its by-products became 
essential to the nation’s economy. 

In many ways, protection against life’s emergencies a 
hundred years ago was as primitive and restricted as the 
uses to which crude oil was first put. And an agent's lot a 
century ago was frequently precarious and insecure. 


Today, The Man from Equitable enjoys a social and 


economic station his 19th-century counterpart would cer- 
tainly have envied. For his company plays a vigorous role 
in today’s economy; a continuing advertising and public 
relations campaign reminds his community of his worth 
as an individual. 

He also has a pension plan which has few equals in the 
industry. He has training courses and sales plans to help 


him become the indispensable man to his neighbors and 
friends. He is part of an institution in business “‘not for a 
day—but for all time,” as predicted by an Equitable under- 
writer nearly 100 years ago. 

For a rewarding career in the life insurance industry, the 
modern underwriter chooses the identification that works 
for him today, tomorrow and for the future . . . The Man 
from Equitable! 


« 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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LIFE COMPANIES’ LARGE PART 
IN MORTGAGE FINANCING 


Life insurance companies of the United 
States extended a record volume of com- 
mercial mortgage financing last year, 
bringing the aggregate of such financing 
outstanding at the start of this year to 
$7,660,000,000, according to the Institute 
of Life Insurance, based on an analysis 
of mortgage financing’ 1938-1957 by the 
Federal Home Loan Bank Board. 

During 1957, the life’ companies’ com- 
mercial mortgage financing newly under- 
taken added up to $1,440,000,000, accord- 
ing to this analysis. This record one-year 
total of new financing was up 2% from 
the previous year’s aggregate and was 
nearly twice the 1952 figure. It was more 
than eight times the year’s financing of 
such mortgages 14 years earlier. The 
1957 total represented 30% of all non- 
farm mortgage acquisitions of the life 
companies in the year. 

The aggregate commercial mortgages 
liekd by the life companies have increased 
stcadily for the past ten years and at 
t'12 start of this year were nearly three 
times the total ten years ago. They now 
represent nearly 8% of the total assets 
of the more than 1,300 life insurance 
companies. 

These commercial mortgages, accord- 
ing to the Institute, represent in large 
part financing for small business. An 
analysis made last year of the mortgage 
transactions of four years ending with 
1956 indicated that over 80% of the 
number of commercial mortgages ac- 
quired were in amounts less than $250,009 
each and about three-fourths of all 
commercial mortgage loans were to firms 
with assets of less than $1,000,000. 

The same analysis showed that the 
largest recipient of this type of business 
financing comprised retail trade estab- 
lishments, which accounted for 43% to 
48% of the total number of commercial 
mortgage loans made. Manufacturing 
plants and office buildings were next, 
together accounting for 20% to 25%. 
Hotels, garages, theatres and non-rail 
transportation accounted for 7% to 8%. 
The remaining one-fourth of the loans 
were miscellaneous. 

In the 1956 financing, the commercial 


mortgages averaged $225,000, with the 
trade loans averaging $239,000, 
office buildings $505,000 and manufac- 
turing plants $188,000. The over-all aver- 
age was up about 40% from three years 


retail 


earlier. 





Norman L. Reuter has been named 
assistant secretary of the Emmco Insur- 
ance Co. of South Bend, Ind. Emmco 
is the principal insurance subsidiary of 
Associates Investment Co. Mr. Reuter 
was with Aetna Insurance Co. for 16 
years, and most recently superintendent 
of Aetna’s Western auto department. 
Before joining Aetna in 1942, he was 
connected with the Massachusetts Bond- 
ing and Insurance Co. in Boston for 
nine years. He attended the University 
of Connecticut. 

* 





Manning Studio 
HOWARD HOLDERNESS 


Howard Holderness, president of Jef- 
ferson Standard Life, has been appointed 
civilian aide to the Secretary of the 
Army for North Carolina. Mr. Holder- 
ness succeeds Robert M. Hanes of 
Winston-Salem, N. C., former president 
of Wachovia Bank & Trust Co., who 
declined reappointment for health rea- 
sons, according to Col. Thomas G. 
Keithly, commander of the Military 
District of North Carolina. The civilian 
aide helps interpret the Army’s mission 
and objectives to the community and 
the community viewpoint to the Army. 
The post is an honorary position. 








HARRY C. HAGERTY 


Harry C. Hagerty, financial vice presi- 
dent and a director of Metropolitan Life, 
has been elected a member of the board 
of trustees of the Catholic Charities of 
the Archdiocese of New York. Mr. 
Hagerty is a member of the Cardinal’s 
Committee of the Laity for Catholic 
Charities. He is a Knight of Malta and 
a Knight of the Holy Sepulchre. He was 
appointed a Papal Chamberlain by Pope 
Pius XII in 1957. Catholic Charities co- 
ordinates the work of 189 welfare insti- 
tutions and agencies in the Archdiocese. 


* * * 


J. L. Biglen, associate manager of the 
Pacific department of the New York Un- 
derwriters Insurance Co., a member of 
the Hartford Fire Group, retires Sep- 
tember 30. Mr. Biglen, who joined New 
York Underwriters in 1920 after working 
as a surveyor for the Pacific Board of 
Fire Underwriters, first served as a spe- 
cial agent in his native Montana. He 
later was a special agent at the com- 
pany’s New York headquarters and 
transferred to San Francisco in 1922 as 
supervisor of the special risk devart- 
ment. 

* * ok 


Carroll M. Shanks, president of the 
Prudential, was guest of honor at a 
dinner Monday night at the Starlight 
Roof of the Waldorf-Astoria Hotel, New 
York, attended by prominent representa- 
tives of real estate, building. banking 
and insurance circles. The dinner was 
sponsored by the National Conference 
of Christians and Jews. John D. Butt, 
board chairman of the Seamen’s Bank 
for Savings, served as chairman of the 
$100 per plate event. All proceeds de- 
rived from the sale of tickets will be 
turned over to support the work of the 
National Conference of Christians and 
Jews in promoting good will and under- 
standing among the religious and racial 
groups comprising the American scene. 
The dinner was one of the most out- 
standing in a series of special events to 
be held this year in New York City 
in celebration of the 30th anniversary 
of the brotherhood organization which 
was founded in 1928. 


* * ok 


James R. Hersey, who has been ap- 
pointed executive assistant for fire and 
marine underwriting in Chicago head- 
quarters of W. A. Alexander & Co., at 
one time was marine superintendent in 
New York City for Providence Wash- 
ington. Before going with W. A. Alex- 
ander & Co. he was with Fireman’s Fund 
in Chicago. 





Fabian Bachrach 
HOGG 


ROBERT L. 


Robert L. Hogg, vice chairman of the 
board of Equitable Society, has accepted 
appointment as chairman of the Insur- 
ance Division for the Travelers Aid 
Society of New York’s 53rd annual cam- 
paign. The announcement was made by 
William G. Rabe, co-chairman of the 
appeal. Mr. Hogg announced that Alex- 
ander Heid, Jr., of John A. Eckert & 
Co.; Kenneth J. Ludwig of United 
States Life; John H. Lynch, Sr., of 
Webb & Lynch; Frank Schiff, of Schiff, 
Terhune & Co.; and John C. Weghorn, 
of the Weghorn Agency, have agreed to 
serve as members of the committee. 

During 1957 Travelers Aid’s corps of 
multi-lingual volunteers and staff gave 
preventive help to 70,552 persons, in- 
cluding: 1,906 children traveling alone 
and 303 runaways; aged, handicapped 
or inexperienced travelers totaled 6,670; 
606 were suddenly ill; 526 were mentally 
ill; and 3,558 new Americans. Travelers 
Aid is a private, non-sectarian agency 
and receives its support entirely from 
voluntary contributions. The 1958 appeal 
began on September 15th and ends 
December 31st. During this period a 
goal of $405,000 will be sought to main- 
tain the Society’s operations during the 
coming year. 

i. 

Howard G. Eimers, actuary of Wash- 
ington National’s Ordinary department, 
obtained two fellowships in one year. 
For completing Course III of the Life 
Office Management Association Institute, 
Mr. Eimers is now entitled to use the 
Institute’s highest designation, Fellow, 
Life Management Institute. He also be- 
came a Fellow of the Society of Actu- 
aries in completing and passing the 
eighth and final part of the examinations. 
This latter distinction was obtained by 
Mr. Eimers just three years after be- 
coming an associate of the Society. 

* * Ok 

E. J. Verplank, claims supervisor in 
the home office of the St. Paul Fire and 
Marine in St. Paul, has received a $150 
award under the company’s suggestion 
system. He suggested and then compiled 
a guide or outline for a training program 
for claims men. His suggestion also in- 
cluded an adjuster’s guide which is now 
distributed to all field claim adjusters. 

* * x 

James E. Smallwod, regional super- 
visor in the south-central home office of 
the Prudential in Jacksonville, Fla., has 
been named to manage the company’s 
Ordinary agency in Canton, according 
to Charles W. Campbell, vice president 
in charge of Prudential’s south-central 
operations, 
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Founders of American Legion 


Elect Officers 


Officers of the Society of 
Legion Founders elected at 
annual meeting in Chicago include three 
men with insurance affiliations. 

They are Col. William H. McIntyre, 


American 
recent 


president; Gale F. Johnston, first vice 
president; and Herbert Payne, vice 
chairman of executive committee. Col. 


McIntyre is with home office of Metro- 
politan Life. Mr. Johnston, former vice 
president of Metropolitan, and now on 
its board, has for some years been one 
of principal bankers of St. Louis, and 
Mr. Payne is vice president of Home 


Insurance Co. 

Society of American Legion Founders 
is an organization made up of World 
War I veterans who took part in meet- 
ings which founded the Legion in Paris 
during March, 1919, and in St. Louis in 
May of the same year. 

Here is how the American Legion was 
founded. It was evident to General 
Pershing and the rest of the armed 
forces that such an organization would 
fill an important niche in the lives of 
the veterans following the war, not only 
because it would furnish a connecting 
link for companionship, but would also 
provide a stimulus to patriotism and at 
the same time would exert a great in- 
fluence in helping meet problems sure 
to arise which might weaken this nation’s 
stature if not met. Furthermore, such an 
organization could throw its weight in 
the direction of protecting the rights 
of veterans. There were also bound to 
arise problems of major importance to 
the Armed Forces which would need a 
strong champion in matters coming be- 
fore Congress. 

One of the founders of the American 
Legion and its first commander was 
Col. Franklin D’Olier, president of The 
Prudential. Several insurance men or 
insurance lawyers have been national 
commanders. One of them, Ray Murphy, 
recently retired from the insurance busi- 
Ness after having been general counsel 
for some years of Association of Cas- 
ualty and Surety Companies. 

President “Bill” McIntyre of the 
Legion Founders has been national pres- 
ident of the National Guard and Naval 
Militia, Inc., of the 69th Regiment Vet- 
trans, and of the 22nd Regiment Veter- 
ans, the latter a regiment of engineers. 

e has been a national officer of the 
American Legion, Veterans of Foreign 
Wars and Catholic War Veterans. 

In World War I he met 21,000 dead at 
4 pier when bodies of veterans were 
returned to this country and services 
on the pier were held by posts. In 
World War II he met at the pier ships 
carrying 157,000 dead and at time of the 

Orean conflict he estimates he was on 
the pier while 23,000: of these bodies 


























came back. He was at the dedication 
August 1 last on Governor’s Island when 
Meuse-Argonne Point was dedicated. On 
that occasion Lieutenant General Bryan 
mentioned the fact that in the Meuse- 
Argonne engagements a million Ameri- 
can veterans participated. 

Col. McIntyre entered the employ of 
Metropolitan Life 54 years ago as a 
messenger and he is still in the same 


division—that of claims. His present 
title is Supervisor of Claims. 
When he started work D. L. Buckman 


was head = the division. He was fol- 
lowed by Edmund O. Wieters, and the 
present incumbent is John B. Northrop 
whose title is third vice president in 
charge of claims. Mr. Northrop’s brother 
was a judge of special sessions and his 
uncle is a Supreme Court judge. 

Herbert A. Payne, born in Baltimore, 
where his father was one of leading real 
estate men, was graduated from Boys 
Latin School, a private high school, and 
attended University of Maryland night 
school. At high school he was a member 
of the track team. His first job was with 
the Consolidated Coal Co., one of the 
largest coal companies in the world. He 
joined Fifth Regiment, Maryland Na- 
tional Guard, and was with the regiment 
in 1916 at the Mexican border. 

When the Fifth returned to Maryland 
most of the members returned to civilian 
life but Mr. Payne liking military life 
decided to remain in the service. Start- 
ing as a private, he advanced through 
the successive ranks up to captain by 
the time he was discharged from the 
Army in August, 1919, After his outfit 
went overseas as a part of the 29th 
division he became a captain of infantry 
and served in all of the major offensives 
in which the division engaged. He got 
the Verdun defense medal. Among those 
in his regiment were Frederic W. Ecker, 
now eae of Metropolitan Life; 
Millard Tydings who became U. S. 
Senator from Maryland, Amos W. Wood- 
cock who became president of St. John’s 
College, Annapolis, and others later to 
be notable figures. 

After the Armistice, Mr. Payne had 
a special assignment as captain of mili- 
tary police in Paris where his duties 
included having a connection with the 
inter-allied athletic games, Mr. Payne 
and the other attending the founding 
meeting of American Legion did so by 
Orders of General Pershing. When Mr. 
Payne left the Army he returned to Bal- 
timore for a time and then went with 
the Home Insurance Co. as adjuster 
handling metropolitan automobile claims. 
In 1923 he was transferred to Indianapo- 
lis as a staff adjuster and then was 
recalled to the home office in New York, 
shortly afterwards being appointed as- 
sistant general adjuster. He was taken 
out of loss department and elected as- 
sistant secretary. After being advanced 
to secretary, he was elected vice presi- 
dent and secretary, with assignment to 
the Western department. At present 
time he is in charge of Pacific Coast 
personnel and public relations. 

Gale F. Johnston, who is president of 





WILLIAM H. McINTYRE 


Mercantile Commercial Bank, St. Louis, 
has long been an active figure in Boy 
Scouts organizations. While living in 


New York he was Commissioner of 
Greater New York Council of Boy 
Scouts. Only recently he gave a sub- 


stantial sum to the National Foundation 
of Boy Scouts, whose headquarters are 
in New Brunswick, N. J., for establish- 
ing a historical museum in memory of 
his wife. It will serve the purpose of 
gathering in one locale early momentos 
of scouting. The Boy Scout movement 
is half a century old. 

Mr. Johnston was an insurance man 





Pach Bros., N.Y. 
HERBERT A. PAYNE 


in St. Louis and after a time became 
regional manager of Metropolitan Life 
for Group insurance in Southwest terri- 
tory. Brought to the home office he was 
elected a second vice president in charge 
of Group insurance sales. He was life 
insurance section chairman of the War 
Finance Committee for all six war loans 
and was loaned to the Treasury to or- 
ganize the country as field director in 
the original defense savings program of 
1941. After the last war loan he was 
awarded the Medal of Merit by the 
Treasury Department for his leadership 
in loan drives. 





E. W. Clark Dies In Wreck 


Elton W. Clark, a director of Hanover 
Fire and a member of its executive com- 
mittee, was one of the victims in the 
wreck of the Jersey Central railroad 
train when it dived from a bridge while 
crossing Newark Bay with some of the 
cars plunging into the bay. The number 
of fatalities was about 40. Mr. Clark 
was on his way to committee meetings 
in New York. 

Mr. Clark was a former vice president 


of the Allied Chemical Corp. and had 
been chairman of a six-member com- 
mission that made an 18-months study 


of laws affecting the industrial develop- 
ment of New Jersey for the Legislature. 
In June, 1957, the committee made its 
report urging a general state sales tax 


instead of the tax on personal property," 


sharp reductions in all major taxes on 
industry and utilities and curtailment of 
unemployment and labor benefits. 

In commenting on bad railroad wrecks 
the New York Times says the worst one 
in the metropolitan area occurred in 
February, 1951, at Woodbridge, N. J., 
when 8&4 were killed and hundreds were 
injured there. This wreck which involved 
a Pennsylvania commuter train called 
the Broker was carrying 1,000 passengers 
on the run from Jersey City to Bay 
Head Junction. It plunged from a tem- 
porary trestle built to bypass a bridge 
under construction. 

In February, 1950, two Long Island 
trains crashed head-on and killed 32 
persons. In the Fall of that year and 
on the eve of Thanksgiving there was 
a wreck in the Richmond Hill section 
of Queens, Long Island, one train smash- 
ing into the rear of another. Death toll: 


In August of this year five persons 
died when two Erie passenger trains 
met head-on three miles north of Suf- 
fern, 

The Times in its research of railroad 
wrecks says that the greatest tragedy 
in railroad history occurred in Septem- 
ber, 1957, in Kingston-Jamaica. Number 
of deaths were 175 and of injuries 400. 
A 12-car excursion train had plunged 


into a ravine. Worst railroad wreck in 
the United States, says the Times, was 
in July, 1918, when 101 were killed near 
Nashville. 


Immediately following the Newark 
Bay disaster, State and_ Federal in- 
quiries got under way. They included 


the Interstate Commerce Commission, 
New Jersey Public Utility Commission, 
Army Corps of Engineers and the rail- 
road people. Railroad officers were 
cautious about telling how and why the 
wreck occurred. President Earl T. Moore 
of the Jersey Central at a press con- 
ference said: “At the present time we 
do not know why this accident happened. 
It will be determined by a study of the 
wreck and questioning of witnesses. We 
have done everything that should have 
been done in the line of safety equip- 
ment. It might have been some mechani- 
cal failure, but we don’t want to guess.’ 
The drawbridge has long been a head- 
ache on the road because it frequently 
had to be raised—more than 25 times 


a day. 
giiet glo ig 


Prop-jet “Electra” 


Lockheea Aircraft Corp., California 
division, Burbank, Calif.. has written to 
business executives and new spaper people 
about its prop-jet Lockheed Electra 
which in three months will start carry- 
ing passengers on U. S. routes and later 
on to foreign routes. On August 22 the 
Civil Aeronautics Administration granted 
a “type certificate” to Lockheed for the 
Electra which means “ready for service.” 
The corporation regards this as a mile- 
stone of unusual significance to. the 
traveling public and to the entire air 
transport industry. 

In its letter to the business leaders 
and to newsmen the assistant general 
manager of Lockheed, J. F. McBrearty, 
gives this explanation: 

“The type certificate granted by CAA 
signifies that the jet-travel age is ready 
to ‘take off,’ not only in major metro- 
politan cities but right in the smaller 
‘backbone’ cities across the length and 
breadth of our land—and the world.” 
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White on Selling and 
Commission Problems 


TALKS TO N. H. AGENTS’ ASSN. 





Member of NAIA Executive Committee 
Speaks of Selling Changes, Position 
of Assns. on Commissions 





Pertinent thoughts on various prob- 
lems of insurance agents today were 
expressed by Morton V. V. White, Allen- 
town, Pa., a member of the National 
Association of Insurance Agents’ execu- 
tive committee in a talk before the 
New Hampshire Association convention 
at Twin Mountain, N. H. He declared 
that insurance is in a period of transi- 
tion, which agents should not attempt 
to disregard, and the main question is 
whether “we are big enough to adapt 
ourselves to the necessary changes.” 

One development, Mr. White said, is 
emergence in recent years of agencies 
from dependence to a large degree upon 
automobile business for their premium 
income. He stated that “Homeowner’s 
policy is the greatest thing that has 
happened to the agent in the last quarter- 
century. It permitted the run-of-mine 
agency to get out of the automobile rut 
it was in. Not all agents can claim any 
great volume of commercial and indus- 
trial business. Most, live off the per- 
sonal lines, insuring the needs of the 
indians and not the chiefs. Well, if 
you've taken full advantage of the Home- 
owners, your personal lines volume is 
up and your files less crowded. 

“Did you ever stop to consider the 
strength of the stranglehold which the 
automobile has on our business? On 
the nation, your state and your town? 
Do you realize that when bemoaning 
the absence of underwriting profits, the 
carriers and the bureaus have their 
thinking domineered by the experience 
on automobile insurance? Do you recog- 
nize that the premium volume of the 
direct writers is predominently automo- 
bile premium? Do you notice how 
anxious they are now to get into other 
lines ? 

“The automobile dealers aren’t selling 
cars. They’re selling terms. If you are 
predominently automobile in your office, 
you're not selling insurance, you're sell- 
ing terms. Until we see this blasted but 
necessary automobile in true perspective, 
it will continue to domineer our govern- 
ments and our business. Let’s get out 
of the automobile rut. 

“Consider the time-payment plans, the 
device by which most of the buyers 
are now managing to get use out of a 
home, a car, a television set and a wash- 
ing machine while paying for it. Have 
you applied a sensible time-payment plan 
to your operation? It has its place in 
most offices,” Mr. White stressed. 


Commissions 


“There can be little doubt now, but 
that a majority of the ‘organization,’ 
stock-agency fire and casualty companies 
believe that price, more than anything 
else, will assure them the recovery of 
their fair share of the insurance market,” 
Mr. White stated. “We have clear indi- 
cations of that reasoning in events of 
recent weeks. One, is the slightly re- 
duced automobile rates in Alabama with 
a 5% reduction in production cost factor. 
This event is in support of prior state- 
ments by rating organizations when an- 
nouncing future use of reduced produc- 
tion cost allowances. The bureaus said 
that by reducing that factor, the rates 
could be made more _ competitive. 
Another indication, in quite another 
field, is the announced introduction of 
the new residence package forms where 
rates are to be truly competitive even 
though the forms may not be liberalized 





V. WHITE 


MORTON V. 


to the point of meeting independent 
filings. 

“In our individual consideration of the 
Bureau action first mentioned, which is 
unprecedented in our era, there are 
several things to be weighed. Produc- 
tion-cost-factor or acquisition-cost-factor, 
is an element of rate structure. I have 
a difficult time getting people on the 
company side of our business to concede 
that I am correct in my reasoning but I 
still hold to the view that whatever that 
factor is called, the agents’ share of the 
premium is but one of its components. 

“T contend that the production or 
acquisition of business may be, and is 
being accomplished through the use of 
advertising,—radio, television, magazines, 
newspapers and billboards; service offi- 
ces, field forces and other things besides 


the salesmanship and nursing of the 
agents. 
“It is certainly the prerogative of 


company management to go after busi- 
ness by the use of any or all of these 
devices. Some appear to use all of them. 


(Continued on Page 28) 


HARTFORD CHICAGO PLANS 





Buys Entire Block in Downtown Area 
for New Office Building Housing 
Western Dept. Headquarters 
The Hartford Fire has purchased an 
entire city block in downtown Chicago, 
the first major firm to reveal its plans 
in conjunction with Chicago’s recently 
announced $1% billion redevelopment 
program. The 82,000 square foot site, 
Hartford Fire President James C. Hul- 
lett said, will be used as the location 
for a new office building housing Hart- 
ford Group’s Western department head- 

quarters. 

Hartford Fire Group has a Western 
department staff of 1,600. For the past 
30 years Chicago offices of Hartford 
Fire have been in the Wrigley Building, 
and the Hartford Accident & Indemnity 
in the Insurance Exchange Building. 
Philip S. Beebe is Hartford  Fire’s 
Western department manager, and W. H. 
Rutherford for Hartford Accident. 

Located on the east bank of the Chi- 
cago River and facing the new two-level 
super highway, Wacker Drive, the land 
purchased by Hartford Fire is now used 
as a parking lot. It adjoins the new 
five-story city-owned parking garage 
and also is bounded by Adams and 
Monroe Streets. Hartford Fire purchased 
the land from the University of Chicago. 





NFPA Conference at 
Pittsburgh Nov. 17-19 


Plan for the Fall Conference of the 
National Fire Protection Association 
have been completed. To be held on No- 
vember 17, 18 and 19 at Pittsburgh, it 
will bring together several hundred fire 
safety experts from the United States 
and Canada. Fire marshals from both 
countries will be on hand to attend a 
concurrent meeting of the Fire Marshals’ 
Section on November 17. 

Morning and afternoon sessions of the 
three-day conference will include discus- 
sions of NFPA policies and activities as 
well as a number of talks on new de- 
velopments in fire protection and pre- 
vention. 

Speaking on NFPA activities will be 
the association’s chairman of the board, 
T. Seddon Duke of Philadelphia, its 
president, Fire Chief Henry G. Thomas 
of Hartford, and its general manager, 
Percy Bugbee. 

A feature of the November 18 and 19 
programs will be afternoon forums on 
automatic sprinkler protection, hospital 
operating rooms, fire doors and windows 
and fire extinguishers and extinguishing 
systems. Headquarters for the National 
Fire Protection Association conference 
will be in Pittsburgh’s Penn-Sheraton 
Hotel. 
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Great American Plans 
For Mergers Aibveiodl 


On September 12 directors of th 
companies concerned completed actio 
to approve a proposed merger of Grea 
American Indemnity, Rochester Ameri 
can, Massachusetts Fire & Marine an 
Detroit Fire & Marine into the Grea 
American Insurance Co. Proxy materig 
describing the exchange ratios an 
other terms of the proposed merger ; 
being mailed to the stockholders of th 
Great American, Great American Indem 
nity and Rochester American in con 
nection with special meetings of thos 
stockholders to be held on October 2 

Similar material will be sent to th 
stockholders of Massachusetts Fire 
Marine and Detroit Fire & Marine 4 
a later date. If the proposed merger ; 
approved by the stockholders of all fiy 
companies and by the insurance regu 
latory authorities of New York, Michi 
gan and Massachusetts, it is expecte 
to be made effective at the end of thi 
year. 


Howard C. Thomas Retire 


Howard C. Thomas, fieldman in Phila 
delphia for the Royal-Globe Insurance 
Group for 23 years, retired on Septem 
ber 15. Mr. Thomas attended the Whar 
ton School of the University of Penn 
sylvania and served in World War 
from 1918 to 1920, Before joining Royal 
Globe he was executive secretary of th 
North Philadelphia Realty Board fo 
ten years. 

Mr. Thomas’ territory will be tem 
Aygo serviced by State Agent Horac 

. Wiedenmann. 











Firemen’s Director Killed 

_ Frederick H. Douglas, 79, of Rumsor 

. J., a director of the Firemen’s Insur 
ance Co. of Newark, was among thos 
who died Monday w hen a Jersey Centra 
train plunged off an open drawbridg 
into Newark Bay. 
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Federation Launches 
Nov. 20 Luncheon Drive 


TO BE AT WALDORF - ASTORIA 
Luncheon Chairman Tells Committee 
1,500 Are Expected; Sen. Butler of 
Maryland Feature Speaker 





The Insurance Federation of New 
York expects 1,500 insurance men and 
women to attend the 1958 annual lunch- 
eon on Thursday, November 20, at the 
Waldorf-Astoria Hotel in New York 
City, Edward W. McAndrews, chairman 
of the luncheon committee, told a meet- 
ing of that committee on Tuesday. United 
States Senator John M. Butler of Mary- 
land will be the feature speaker at the 
luncheon. Mr. McAndrews is associated 
with Hall & Henshaw in New York. 

George F. Avery, vice president of the 
United States Fidelity & Guaranty is 
chairman of Federation’s executive com- 
mittee. He reported on the successful 
meeting of that committee at Alexandria 
Bay, N. Y., in the Thousand Islands 
last week-end. 

Assisting Mr. McAndrews as. vice 
chairman of the luncheon committee is 
Joseph A. Neumann, head of the Flynn- 
Neumann Agency, Inc., Jamaica, and 
past president of the National Associa- 
tion of Insurance Agents. Other members 


of that committee from whom tickets 
may be secured, who will assist Messrs. 
McAndrews and Neumann are: 


Members of Luncheon Committee 


_Stephen_ Bedell, Jr., Maryland Casualty; T. 
Beh, Commercial Union-Ocean Goup; 
Arthur F. Blum, Walter H. Blum & Sons, 
Kkockaway Park: Clarence A. Borst, U. S. Cas- 
Edward M, Brown, Continental Casualty ; 
Enil T. Clauss, E. T, Clauss & Co., Inc.. Buf- 
io: shartes A, Collin, Phoenix of Hartford; 
Rexford Crewe, Hartford Accident; Robert 
Curry, John F. Curry Agency, Inc.; me, ©. 
Deisseroth, Bruns Co., Inc., Syracuse; Thomas 
R. Dew, Chubb & Son; Victor T. Ehre, Buffalo 
Insurance, Buffalo; W.R. Ehrmanntraut, Amer- 
ican Surety 

Also E, W, Ellison, Aetna Life; Charles Flay, 
Jr., Fidelity & Casualty, Albany; James P. 
Fordyce, Manhattan Life; George I. Gross, 
Powers, Kaplan & Berger; Roby Harrington, Jr., 
Johnson & Higgins; Alexander Heid, Jr., John 
A. Eckert & Co.; James M. Henderson, Fidelity 
& Deposit; Herman K. Heussler, Heussler In- 
surance Service, Buffalo; Melvin A. Holmes, 
Frank B. Hall & Co.; Emil Kratovil, Carpinter 
& Baker; John Langhorne, Flynn, Harrison & 
Conroy; ‘Harry F. Legg, N. Y. Board of Trade. 

Also Ralph L. Lucas, Davis, Dorland & Co.; 
William H. Lucas, Ernest Townsend & Son, 
LeRoy; John G. Macdonald, Phoenix Ins. Co.; 
Rankin Martin, Standard Accident; George P. 
McGrath, Travelers; James A McLain, Guar- 
dian Life; Albert E, Mezey, Hoey, Ellison, 
Frost, Mezey, Inc.; Jerome S. Miller, Harry 
Miller & Son; Donald J. Mullen, Marsh & 
McLennan; Robert H. Nicholls, Fidelity & Cas- 
ualty ; Joseph H. Norton, Continental Casualty ; 
Leonard O'Neill, Great American Group; Rodney 

Piersol, Alexander & Alexander. 

Also W. Irving Plitt, Atlantic Mutual; R. H. 
Poggenburg, Valentine, Ittner & Poggenbureg, 
Brooklyn; Arthur A. ‘Quaranta, Marsh & Me- 
Lennan; A. L. Reid, Brown, Crosby & Co., 
Norman T. Robertson, Zurich-American; G. 
Foster Sanford, Smyth, Sanford & Gerard; 
Edmund T. Sinnott, ok 
Arthur —— Albert M. 
rence J. Sobel, Henry Sobel & Co.; R. E. 
Thompson, Mills-Muller Corp., Valley Stream; 
T Torrey, Insurance Co. of North America; 
Carl Typermass, Home Insurance Co.; Eldon 
R. Wallingford, Life Ins. Ass’n. of America; 
John, C. W eghorn, John C, Weghorn Agency, 
ne.; David € White, David C. White Agency, 
; Russell Wittpenn, Thorburn, Peck & Co.; 

Witzel, American Reinsurance Group; 
A. Young, George Young Agency, Inc., 
Syracuse. 

Russell Edgett is secretary of the 
Federation and is in charge of the New 


York office. 





Clifford Reckling Joins 
The Weekly Underwriter 


Appointment of Clifford Reckling as 
assistant secretary of The Underwriter 
Printing & Publishing Co., publishers 
of The Weekly Underwriter, has been 


announced by President Donald E. 
Wolff. Mr. Reckling has been assigned 
to the advertising sales department 


Where his,»extensive experience in insur- 
ance advertising production, public rela- 
tions and selling qualifies him to fill the 
requirements of his new position, 

Mr. Reckling, for six years, was on 
the staff of the National Association of 





1957 Auto Physical Damage Loss and Expense Ratios 


The New York Insurance Department 
has published the 1957 Loss and Expense 
Ratios for lines of property and liability 
coverage. The tables which follow were 
prepared by the Department from data 


AUTOMOBILE COLLISION EXPERIENCE — 
LOSS AND EXPENSE RATIOS | 


reported in the Insurance Expense Ex- 
hibits filed as of December 31, 1957. In- 
curred losses are based upon the case 
estimate reserves and exclude allocated 
claim expense. Expense ratios include 


both allocated and unallocated cla:m 
expense. Countrywide figures are on 
net basis after reinsurance. The New 
York State figures are on a direct basis, 
excluding reinsurance. 


1957 


f “*E”? — based on earned premiums 


““W’? —- based on written premiums 









































Unperwnritinc Ratios ANALYsI8 OF EXPENSES New York Srate 
Countrywide) (Countrywide) EXPERIENCE 
Net Net 
COMPANY premiums premiums 
written earned Loss | Commis-| Other Taxes Incurred 
(Countrywide) (Countrywide) Expenses| Net adjust- | sion and | acquisi- | General and Direct loss 
incurred |(adjusted)| gain ment /brokerage} tion “—E” fees premiums tii 
= (adjusted) ad na “pyre — “y= earned ope 
_* COMPANY AGGREGATES ‘ ‘e 
Pius hecea eaese bMeeMeGPA Dee cteeh ees. $264 ,588 ,404 $226, 177,458 57.2 29.2 13.6 8.7 12.8 3.4 1.6 2.7 | $16,855,475 57.4 
1984 RE ae: SRE eee eee Sar oe 235,040,284 247,485,768 45.0 29.0 26.0 7.8 13.3 3.5 1.8 2.6 18,300,457 50.2 
| lee REAR Slaaenentcer te granrcr PUR yea Ar 284,406,634 247,202,245 49.2 30.0 20.8 8.3 13.2 3.9 2.0 2.6 19 562,728 51.6 
EES S eRe ER OEE eae we 209, 143,494 238 ,634 ,476 58.9 31.7 9.4 8.9 13.8 4.2 4.1 2.3 17,037 ,871 64.5 
NO ork cheb de ad be. ds cdsds 204,018,703 215,843 ,093 60.8 33.7 5.5 9.7 14.1 4.7 2.5 2.7 14, 943. 469 72.7 
aes COMPANY AGGREGATES 
PUR Rik ceive casssaveet htideetoeedses ss 474,185,728 443 ,682,124 45.6 43.6 10.8 6.1 23.8 6.2 4.8 2.7 46,730,976 46.6 
1004 engu sti tien ives aevedeemethiowedss 453 ,653 ,906 462,290,297 39.9 43.6 16.5 6.1 23.7 6.3 4.8 2 49,043 ,667 43.7 
MN oko ho icles kno caled <4 ae dmoes 468,078,970 463 , 808 ,002 44.1 44.6 11.3 6.4 24.3 5.9 5.2 2.8 49 ,963 ,408 46.1 
Meas scat cere intent eeeene 459 308 ,456 459,476,045 52.9 45.5 1.6 7.3 24.0 6.1 5.4 2.7 50, 283 ,602 55.5 
MF as aeecar ss wklecus Hide palebae pplicaN er 507 ,775 ,643 489,341,607 57.0 46.0 —3.0 8.0 23.5 6.1 5.7 2.7 53 , 234,722 62.3 
_ COMPANY AGGREGATES 
So SRA Pe, Mane) RT He 172,131,769 162,157,798 43.9 34.7 21. 9.8 9.5 9.0 4.2 2.2 11,201,913 43.9 
ions RSE Pe aes nape: Taree EO Bee 174,524,513 173 ,986, 160 36.0 34.2 29.8 9.5 9.2 9.1 4.2 2.2 11,812,205 40.1 
BR iciccccscartigtrn 179,897 ,364 177 ,303 ,638 39.3 36.1 24.6 9.6 10.1 10.1 4.1 2.2 11,780,043 42.2 
ERR ror ee ote ee a 190,749,846 186,725,658 46.6 36.2 17.2 10.1 10.1 9.2 4.5 2.3 12,793,144 47.9 
WO i Fo ess dskcdt case oncurey 205 ,455, 137 196 , 862,608 50.8 36.6 12.6 10.9 9.5 9.5 4.4 2.3 14,618,664 53.5 
ADVANCE PREMIUM CO-OPERATIVE 
AGGREGATES 
SU aie hoes Vite canes bese cetatidecae 1,438,503 1,447,600 43.1 46.8 10.1 7.3 23.8 8.6 5.1 2.0 856,173 40.0 
RS rene Gate vieja enlace was 1,206 ,593 1,310,601 41.8 43.8 14.4 6.7 23.6 7.2 4.3 2.0 831,028 42.2 
REE NE 29: See 1,196,880 1,242,637 39.6 46.1 14.3 7.5 24.0 8.2 4.4 2.0 787 ,608 44.1 
PSG ok Secale ender el Cae k Orne bene erst 1,095,561 1,134,053 52.6 48.8 —1.4 9.3 24.4 8.4 4.7 2.0 733 , 224 53.1 
MOM cto ce aeldneies 1,086,944 ,069 , 963 60.0 §1.2| —11.2 10.7 24.6 9.3 4.7 1.9 713 ,533 61.9 
LLOYDS AND RECIPROCAL 
AGGREGATES 
[Eee ee eS oe ee ee 10,059 ,463 9,132,620 40.3 19.9 39.8 4.7 9.9 3.5 2 1.6 167,185 39.2 
SMEs ccavcstactiecte cette hetssecconscs 36,851,275 36,578,318 37.7 32.0 30.3 5.2 23.4 $1 1 2.2 217,756 42.3 
PES ee eee yore. 38,192,786 37 635, 106 44.3 32.8 22.9 5.8 23.4 1.2 2 2.2 248,036 35.7 
1956 Tel isd nen tae peek eeeeh sarubaeabeale wee 37,350,092 37,518, 882 50.6 32.0 17.4 6.2 21.8 1.6 2 2.2 293 ,383 48.6 
ROMs cos nti e ee eae cauiaeai he ae 40,054,499 38,815,630 51.2 31.9 16.9 6.2 21.4 1.8 3 2.2 339,774 61.7 
REINSURANCE COMPANY 
AGGREGATES 
|S RRS a Ap A ASRS TREN Ge ye 2,334,709 3,359 ,437 46.5 44.0 9.5 3.6 38.7 4 1.0 3 10,495 114.4 
er eer er ee rete 3,300,220 3,216,563 66.9 47.5 —14.4 4.4 38.8 1.2 2.5 6 2,486 —_ 
REM IND LA Scales beeaaeas vaadoubees 6,885,185 4,652,048 55.1 41.5 3.4 4.7 32.5 1.5 2.4 4 a — 
MENGE SS oes Sindeuaies Gnceamaseh en ntabes 5,384,315 5,784,078 63.1 44.1 —7.2 5.5 34.0 1.6 3 8 1,411 a 
ROME saercorkuat chest unas sewer ayes 5,008,671 5,364,933 59.1 46.5 —5.6 5.5 36.2 1.8 2.1 9 24,948 115.7 






































AUTOMOBILE FIRE, THEFT AND COMPREHENSIVE EXPERIENCE — 1957 


















































FINANCE COMPANY AGGREGATES 
WO isikcond cuca necadcn bagewaen epagee Xs $67 ,493 ,756 $59,688 ,855 43.9 31.1 25.0 10.8 12.4 3.2 1.9 2.8 $2,968 ,469 54.3 
ROR cas aks see Cae nenDerereaet barons « 53,498,075 57,625,531 47.5 35.5 17.0 13.4 13.6 3.5 2.4 2.6 3,201,839 58.3 
| GARRSAAA eS an Aer remains, ae Cae 73,061,356 58,289 ,362 52.7 37.2 10.1 14.6 13.1 4.3 2.6 2.6 3,549, 250 55.4 
SRE IIRC A 6 98 09 9 ee ea rye 60,377 ,904 61,219,744 63.3 39.4 —2.7 15.8 13.4 4.7 2.8 2.7 3,497,448 66.2 
DOME cbc sv cei seve nodgananvercyess dndh ae 62,474,592 61,028,026 67.8 41.7 —9.5 17.2 13.5 5.0 3.2 2.8 3,400,704 73.4 
STOCK COMPANY AGGREGATES 
PERE inate atc rinaiilasietimarare thes case 204,519,861 197,862,891 42.8 47.1 10.1 7.3 24.2 6.8 6.0 2.8 22,345,088 41.9 
WO racicevcbacstescch xs ven wcuwee celine: 199,736,575 201,418,690 45.1 47.1 7.8 7.4 23.9 6.9 6.1 2.8 23 , 263 , 066 41.3 
WMDs dorvin's choase Kandace hes one wuss 208,270,770 205 ,029 , 839 49.4 47.9 2.7 7.8 24.5 6.4 6.3 2.9 23,686,921 44.0 
DUET CS ine cieeCdin dx ade csc kiUyae eee res 215,392,730 212,056 ,639 57.9 48.8 -6.7 8.4 24.4 6.5 6.4 3.1 24,734,005 51.0 
DOUG Ade wNat Sod gu ced asin en ten tokio nad 251,810,401 236 ,629 ,556 60.1 48.5 —8.6 8.6 23.8 6.5 6.7 2.9 25, 883 ,839 54.6 
— bescsnisied AGGREGATES 
64,453,952 61,596,173 45.5 37.3 17.2 9.8 9.3 10.5 5.4 2.3 4,959,740 43.0 
66,770,473 66,193,840 47.9 37.9 14.2 10.2 9.2 10.7 5.5 2.3 5,197, 183 41.6 
72,477 ,882 70,961,011 49.5 39.1 11.4 10.5 9.6 11.3 5.3 2.4 5,285, 268 44.8 
79,851, 205 77 ,937 ,016 59.6 39.5 9 10.7 9.9 10.5 6.0 2.4 5,600,545 48.4 
93,429,659 88,540,417 60.4 38.7 9 11.4 9.1 10.5 5.3 2.4 6,202,057 53.7 
ADVANCE ey CO-OPERATIVE 
BN is hg ae seat auetacva mab manana 517,898 523,581 38.9 47.7 13.4 7.9 24.8 8.0 5.1 1.9 217,813 32.1 
Masa) onus eco seeds ce essseescescesan 486 ,398 524,247 42.0 45.6 12.4 7.6 24.1 7.5 4.5 1.9 342,761 37.8 
| err on re re 476,006 457,204 51.7 48.5 —.2 7.9 24.2 9.5 5.0 1.9 308 ,395 51.3 
MGT An isch vies sdoeulicvebssaeiivoneres 401, 132 451,253 46.5 45.6 7.9 6.9 23.7 8.3 4.7 2.0 297 ,878 42.5 
BOP oh aise vi Ane he EERE cicelewvoeeenes 415,308 403 ,794 58.6 48.7 -7.3 7.2 24.5 9.8 5.3 1.9 273 ,009 59.4 
Insurance Agents where he served as event, Chubb & Son, marine insurance — study and analysis of an actual general 


assistant director of public relations, and 
advertising manager for the American 
Agency Bulletin. In 1957 he joined the 
J. J. Coppo Co., New York advertising 
agency, as vice president. 

From 1949 to 1951 Mr. Reckling was 
publications manager for Koster, Dana 
& Co. advertising-publishing concern. 
With that firm he sold external house 
prgans and advertising brochures to 
banks, trust companies and life insurance 
companies. Mr. Reckling will be located 
at the head office of The Weekly Under- 
writer, 116 John Street, New York City. 


Chubb Service at Races 

Due to their interests in the America’s 
Cup Race and the large number of their 
clients who will be in the area for this 


underwriters, will maintain a temporary 
office at Newport to deal with any in- 
quiries or claims. Chubb & Son’s staff 
surveyors, Bruno Schaumburg and Rod 
Gordon, may be reached at any time of 
the day or night for the duration of the 
races at Viking 6-1190. 





Seminar Report 


(Continued from Page 1) 


Panelists at the seminar included 
William C. Field, president of William 
C. Field Co., Boston; Arthur Lyons, 
partner in Arthur Lyons & Company, 
New York, and Louis Rosen, president 
of William and Rosen, Inc., Little Rock, 
Arkansas, 

Discussions were based on a detailed 


insurance firm. Mr. Field, former pres- 
ident of the Massachusetts Association 
of Insurance Brokers, suggested that 
brokers, instead of hiring new account 
executives, might do well to hire a skilled 
girl who can be trained to handle a large 
number of accounts by mail and tele- 
phone without leaving the office, enabling 
staff executives to spend more time on 
development of their business. 

In discussing recruiting and selection 
Carl T. Furniss, manager of Connecticut 
General’s Hartford branch office, said 
that too often brokers make the error 
of trying to fit the man to the business. 
In recruiting, he said, brokers should 
first answer the question of whether 
insurance is right for the man. 
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Zalinski Urges Agents ‘To Give 


Complete Protection, Including Life 


Complete service is “the 
truly big challenge of these times,” Ed- 
mund L. Zalinski, executive presi- 
dent of Life Insurance Company of North 
America, told a meeting of the Pennsyl- 
Insurance Agents 
Commenting 


insurance 


vice 


vania Association of 
at Bedford Pa., last week. 


on the opportunities for life insurance 
protection, he urged his audience to 
“sive your clients compiete insurance 
service before someone else gives it to 
them,” in a speech out.ining the advan- 
tages property and casualty agents 


could reap by adding life insurance to 
their portfolios. 
In the future people will tend to place 


their insurance with the agencies which 





ZALINSKI 


EDMUND L. 


fer across the board service and with 
which they have the most dealings, Mr. 
Zalinski said. “This is particularly true 
if the agency represents a fleet of com- 
panies which offers attractive protection 
packages made easier to buy because of 
premium budget plans.” 

Mr. Zalinski said that today’s super- 
market-oriented client “would much 
prefer to have one agent handle all of 
his insurance affairs for the same reason 
that he wants to be able to satisfy all 
of his shopping, banking and medical 
needs through a single store, bank or 
medical center.” 

Disputing the idea that life insurance 
is difficult to sell, Mr. Zalinski observed 
that the trend toward package policies 
such as the Family Plan permits agents 
to make sales without possessing a high 
degree of technical knowledge. 

The independent agent is in an ex- 
tremely favorable position in regard to 





Campbell President of 


Phila. Loss Conference 
The Philadelphia Loss Conference has 


elected new officers for the coming 
year. They are: 
President, Christopher J. Campbell, 


Pacific National Group; vice president, 
Paul Williams, Reliance; treasurer, An- 
drew Galbraith, Jr., Mutual Assurance; 


secretary, Stan Bailey, U. S. Fidelity 
& Guaranty; ; executive committee: 
Theodore S. Roberts, National Union 


Fire; William Price Webb, Philadel- 
phia Contributionship; John E. Graham, 
Camden Fire. 

The new officers will preside at the 
annual dinner to be held October 8 at 
Eagle Lodge. 


“prospecting” for life insurance clients, 
Mr. Zalinski said, because he “has pres- 
tige with hundreds of people who are 
already his clients, prestige that may 
take a life man 10 to 20 years to build.” 
The agent who has been in the property 
insurance field for any length of time 


has “as much or more prestige and as 
great or even greater sales potential 
than the average full-time life agents, 


even though his agency may never have 
sold a life insurance policy.” 

Armed with the right to a favorable 
int.rview and the knowledge of a client’s 
circumstances, the property agent hand- 
ling life can review the types of auto- 
mobile, dwelling and commercial insur- 
ance owned by a client and thus deter- 
mine his accident and sickness and life 
insurance needs, Mr. Zalinski said. 

For those agents who want to know 
more about producing life insurance Mr. 
Zalinski advised the Life Underwriter 
Training Council’s two year course. Spe- 
cial agents are “eager to be of assist- 
ance and will help you analyze your 
training requirements,” he added. 


Five New Chairmen 
Appointed by NFPA 


The National Fire Protection Associa- 
tion announces appointment of new 
chairmen for five of its technical com- 
mittees. 

J. Howard Myers, 
Philadelphia, heads the 
mittee on transportation 
liquids. 

J. E. Troutman, Factory Insurance 
Association, Hartford, is chairman of the 
committee on atomic energy. J. R. De- 
Haven, Employers Mutual Fire, Wausau, 
Wis., heads thhe committee on dehy- 
drators and driers. 

F. C. Saacke, Air Reduction Co., New 
York, heads the committee on cutting 
and welding practices. 

L. Jones of Hercules Powder Co., 
Wilmingion, Del., chairmans the sec- 
tional committee on coating manufacture. 


Atlantic Refining, 
sectional com- 
of flammable 





BRYCE B. HUNTER DIES 

Bryce B. Hunter, 81, an insurance 
producer in Toronto, Ont., for many 
years, died September 7. He was presi- 
dent of Hunter, Rowell Co. Ltd. The 
business was started by his father. Mr. 
Hunter is survived by his wife, two 
daughters and a son. 
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has provided. 


agency. 






One Park Avenue 


New York 16, N.Y. 


@ What does this mean? It means that the companies of The Com- 
mercial Union Group actually have lived through and dealt with every 
kind of underwriting and agency situation covered by periods ranging 
from 244 years for the oldest to 38 years for our youngest company. 
The combined total of experience of our nine companies reaches the 
astonishing accumulation of 850 years. 


Why is such a background important? Because it indicates a 
Group with a vast store of insurance knowledge, stability and financial 
strength, carrying through to the business of today. 
have staunchly supported the American Agency System from its origin. 


We are proud of this background. We believe that its con- 
tinuity and the high standing it has enabled us to achieve over so 
many years, demonstrates our ability to serve you, the agent, and 
the policyholder better today because of the experience it 


Many long term agents have traveled the road to 
success with our companies. 
could be helpful to you also in building your 
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New York Women Meet 
At Auburn October 10-11 


The 16th annual mid-year meeting of 
the Federation of New York Insurance 
Women’s Clubs will be held October 10- 
11 at the Auburn Inn, Auburn, N, Y. 
the hostess club being the Auburn Insur- 
ance Women’s Association, The program 
will include an executive board meeting 
on Friday evening at 8:00 p.m. to be 
attended by officers, board members and 
committee chairmen which will be fol- 
lowed by an informal “get-together.” 

The Saturday program will include 
morning and afternoon sessions, lunch- 
eon, dinner and entertainment. 

The Federation officers for 1958-1959 
are as follows: president, C. Lucile 
Hobart, Rochester; vice president, M. 
Louise Weiss, Schenectady; recording 
secretary, Mildred Sorenson, Albany; 
corresponding secretary, Edna Neighi- 
bor, Rochester; treasurer, Doris M, 
Phelps, Syracuse; historian, Rose M. 
Kessler, Albany; parliamentarian, Lu- 
ella Goodridge, New York. 





Controllers Institute 
To Meet October 19-22 


Holden V. Arnaiz, controller, Hutch- 
inson, Rivinus & Co., Philadelphia, is 
reception chairman for the 27th annual 
national conference of the Controllers 
Institute of America. The gathering, to 
be held October 19-22 in Chalfonte-Had- 
don Hall, Atlantic City, is sponsored by 
the Institute’s Philadelphia Control. 

Life Insurance Industry Round 
Table will take place on Tuesday after- 
noon, October 21, led by Wesley S. 
Bagby, comptroller, Pacific Mutual Life, 
Los Angeles. The vice chairman will be 
Carl De Buck, vice president and com- 
troller, Union Central Life, Cincinnati. 
The session will cover budgetary con- 
trol, company organization, internal 
auditing, long range forecasting and 
planning, and operations reports for 
management. 

A panel discussion on “Development 
of Electronic Data Processing at the 
Royal-Globe Insurance Group” will be 
featured at a concurrent Fire and Casu- 
alty Insurance Round Table. Those 
speaking for the company will be T. 
Corwin Steele, secretary and controller; 
E. T. Kyllo, secretary, and Gordon Gil- 
christ, manager of electronic research, 
all of New York. The chairman will be 
John B. DeNault. controller, Farmers 
Insurance Group, Los Angeles. 

Other subjects to be discussed at the 
Conference include depreciation, direct 
costing, personnel development, records 
retention and corporation financing. Es- 
tablished in 1931, the Institute is a non- 
profit management organization of con- 
trollers and finance officers from all lines 
of business-banking, manufacturing, dis- 
tribution, utilities, transportation, ete. 
The total membership exceeds 4,800. 


Bronx Brokers Meet 


At a luncheon meeting of the Bronx 
Insurance Brokers Association held at 
Mayers Parkway Restaurant, a_ large 
engraved desk set was presented to Lee 
H. Whitestone who has been _presi- 
dent of the association for three years. 
Presentation was made by George Rosen, 
chairman of the board of directors. 

Aaron Reiz, head of the ethics com- 
mittee, presented a report of his com- 
mittee. A panel of four members at- 
swered questions on the auto insurance 
situation. A safety committee compose 
of members of the association will 
formed to report on ways and means of 
cutting down accidents from automobiles. 

Meeting was presided over by Mr. 
Whitestone, vice president, in the ab- 
sence of President Murray Berns, who is 
recovering from an operation. 





BLUE GOOSE OUTING SEPT. 26 

The Garden State Pond of Blue Goost 
will hold its annual golf outing om 
Friday, September 26, at the Rock Spring 
Country Club in New Jersey. 
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In the opinion of Ambrose B. Kelly, 
general counsel, Factory Mutual Fire In- 
surance Companies, use of deductibles in 
fire insurance will be quite common be- 
fore the end of another five years. In 
an address this week before the Insur- 
ance Buyers Conference of the Southern 
(California Chapter of American Society 
{ Insurance Management at Los An- 
geles he stated he does not feel that 
i] policyholders will want to buy their 
insurance on a deductible basis, or that 
nandatory deductibles should be imposed 





clude 
inch- 


- 1959 
sucile 


any; 
eigli- Byhether policyho!ders want them or not. 
» M. But policyholders should, and will, have 
e =M. fhe choice and if they are willing to as- 

Lu- fkKume first-loss without insurance, there 


sno sound reason, Mr. Kelly declared, 
vhy insurers should not provide cover- 
we on that basis, making appropriate 
reductions in rates, 

“Inevitably, this provides the insurance 
brganizations with problems they must 
meet, but I have every confidence in the 


9-22 


utch- bility and energy of the business to 
ia, iS fkolve those problems,” said Mr. Kelly. 
nnual ffln the last analysis, it is the buyer of 
ollers #nsurance who will make the decision. If 
ig, tofpur customers want deductible coverage, 
-Had- ft is up to us in the insurance industry 
ed by fo provide it for him on a sound and 
: quitable basis. 
a Present Use of Deductibles 
ey S.§ “Use of deductibles outside the prop- 
Life, #rty insurance field has been recognized 
ill be for years. Probably 90% of the collision 
com- Insurance written on automobiles in this 
nnati.fountry is on a deductible basis. The 
con- Beductible has such attractiveness to the 
ternal froperty insurance companies in the field 


and fi extended coverage that in a large 
s forftumber of states the use of the $50 de- 
uctible is mandatory. Deductibles are 
ommonly used in the writing of boiler 
nd machinery insurance, and they are 
ecoming increasingly common in lia- 
lity coverage. In the accident and 
ealth field, a waiting period, which 
tresponds to a deductible, is noramlly 
sed in writing disability coverage. Ma- 
n Gil- fine and inland coverage is qu'te often 
earch, Britten on a deductible basis. 
vill rs buyers of insurance have long 


pment 
t the 
ill be 
Casu- 
Those 
be T. 


roller; 


rmers fccognized the desirability, from their 
tandpoint, of placing insurance on a 


Kelly Sees Use Of Deductibles On 
Large Fire Risks Steadily Expanding 


mestic market for deductible coverage 
when it was not available to them 
through licensed carriers. In Texas, only 
this spring, an effort was made by a 
number of insurance buyers, supported 
by the Texas Manufacturers Association, 
to have the Texas Insurance Department 
change its rules to permit the writing 
of deductible insurance with a reasonable 
first-class retention. 

“Some years ago when an effort was 
made through legislation to prohibit the 
writing of deductible fire insurance cov- 
erage in Ohio the concerted opposition 
of the large insurance buyers of that 
state completely defeated the attempt,” 
Mr. Kelly continued. 

“In California there are several groups 
of insurers who have provided a market 
for coverage on a deductible plan. Listed 
in the order of their general popularity 
they are the Factory Mutuals, Chubb & 
Son, the Insurance Company of North 
America, the Fireman’s Fund and other 
stock and mutual companies which fol- 
low the Chubb & Son plan. The largest 
amount of deductible coverage in Cali- 
fornia is probably written by Lloyd’s of 
London, either direct or through some 
fronting company. Despite the reluc- 
tance of the fire insurance business gen- 
erally to consider the writing of de- 
ductible coverage, a substantial number 
of California risks are being so insured 
at the present time and the number goes 
up with every passing month. 


Reasons for Deductibles 


“The reasons why industry wants de- 
ductible coverage were well stated by 
the Texas Manufacturers. Association 
which, in a brief filed with the Board 
of Insurance Commissioners of Texas on 
May 26, 1958, said: ‘It is our opinion 
that the adoption of this proposal would 
benefit both the. insurance industry, the 
insured, and the general public from an 
economic standpoint. The use of a de- 
ductible clause by the insured would 
eliminate from coverage many small 
nuisance losses and would free the in- 
surance carrier from loss adjustment 
expense and other allied expenses in- 
curred in connection with the losses. 
It is believed that most of the losses 
would fall within the category. 

“‘T)resser Industries, Inc., gave graphic 
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of $19,400 and an annual saving there- 
after of $3,800. It should also be pointed 
out that the insured purchasing policies 
with deductible clauses would become 
more interested in fire prevention ac- 
tivity; this action on the part of the 
insureds would be beneficial to the 
general public.’ 

“Opposed to the point of view which 
I have presented have been many promi- 
nent figures in the insurance business, 
including such stalwarts as Milton M. 
Mays of the America Fore Loyalty 
Group, James C. Hullett, president of 
the Hartford Fire, and Arthur M. O’Con- 
nell, one of the leading figures of the 
National Association of Insurance 
Agents. 

Common Objections 


“The following objections are com- 
monly raised to deductible fire insur- 
ance: 

“1, The insurance business is crazy to 
encourage self-insurance and thereby re- 
duce its premium income and the com- 
mission income of the agent. 

“2. A deductible plan destroys the 
credibility of fire insurance statistics. 

“3. Deductible coverage is simply a de- 
vice for rate cutting. 

“4, Since smaller risks are often not in 
a position to take advantage of deduc- 
tible plans, they are _ discriminated 
against in favor of the larger risks. 


“5. The writing of insurance on a 
deductible basis reduces agency com- 
missions without any corresponding de- 
crease in agency work. 


Objections Answered 


“Equally succinct answers to these ob- 
jections are as follows: 

“1. The insurance business exists to 
provide for property owners machinery 
for protection against losses which are 
too heavy for the individual property 
owner,” Mr. Kelly stated. “To insure 
against loss which can be readily ab- 
sorbed is uneconomic, since the insur- 
ance company must add its administra- 
tion costs to the losses in determining 
premium. An insurance company must 
have as its objective the furnishing of 
adequate protection at the lowest pos- 
sible cost and it must welcome every 
proper procedure which will reduce its 
cost and the premiums it must collect 

“2. Separate statistics can and should 
be maintained on deductible business. If 
fire insurance statistics now kept will be 
seriously impaired, the fault is in the 
Statisticians. Present statistics are of 
limited value for rate making, under 
most rating plans. 

“3. Under any proper deductible plan 
the credit allowed for the deductible is 
proportionate to the savings in losses 


(Continued on Page 26) 
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Watch for the man with... 


“THE BUFFALO PLAN* 


tm “BUFFALO”? 





DENOTES MORE 
THAN STRENGTH... 


The BUFFALO INSURANCE COMPANY has 
ample strength to handle your large risks. More than 
strength, the ‘BUFFALO’ has back of it the experience 


of 90 years service. 


The ‘BUFFALO’ has the COURAGE, VITALITY 
and the STAMINA to be one of the most progressive 
companies in the entire Fire and Casualty field. 


Find out more about “THE BUFFALO PLAN” 


that can increase the profits of every 


responsible Agent. 


The coupon will bring 
complete information. 


BUFFALO INSURANCE COMPANY 
220 Delaware Avenue Buffalo 2, New York 








Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 


I’m interested in providing better coverages and improved services. 
Please send, without obligation a copy of “'The High Road” which 
explains ‘THE BUFFALO PLAN”. 
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N. Y. City Agents and Their Guests 
Enjoy Annual Golf Outing; 100 Attend 


Ideal golf weather and keen but 
friendly competition for attractive tourn- 
ament prizes made the fifth annual golf 
outing September 9 of the the New York 
Association at 


City Insurance Agents 
Rockville (L. I.) Country Club the best 
attended and most successful to date. 


During a day of blue skies and bright 
sunshine 74 member agents and their 
guests played golf, then gathered for a 
reception and dinner in the evening, 
attended by over 100. President William 
A. Hanssler, the host, extended the 
association’s appreciation to John C 
Weghorn for his efforts in obtaining 
privileges of the Rockville Club. Mr. 
Weghorn is one of Rockville’s past 
presidents. 

3est low gross score of the day was 
made by Milton Lyman, vice president 
of the Jaffe Agency, Inc., which achieve- 
ment won for him the Hooper-Holmes 
Memorial Trophy for another year. This 
is the third time that Mr. Lyman has 
won this award. Presentation to him 
was made at dinner by James J. Wilson, 
vice president, Hooper-Holmes Bureau, 
and by Alan O. Robinson, president of 
Yorkshire Insurance Co. of New York, 
who presented to him a replica of the 
larger cup. 


Rogers Wins President’s Cup 


Frank J. Rogers, head of his own 
agency, was somewhat embarrassed when 
he was announced as the winner of the 
President’s Cup for low net score. As 
chairman of the golf committee he did 
a fine job, working diligently with Harry 


F. Legg, executive secretary of the 
association, and others on his committee, 
in figuring out the prize winners. It 
was indeed a surprise to him when his 
teme came up as low net winner. 
Pest low gross score for zuests was 
made by Alfred Rose, independent ad- 
juster, while the best nearest to the 
pin shot was made by Don Eifert of 
Eifert, French & Co., which delizated 
his golf-playing father, Alan. 
Other Prize Winners 


In the Class A competition for mem- 
bers the prize winners were John C. 
Weghorn, head of his own agency; 
Herbert Ray of Leslie D. Forman & 
Co, Inc.; Clarence Fuss of Fuss & 
Haarmann, Inc., and Alan F. Ejifert of 
Eifert, French & Co., Inc. Class B, 
members—Edward McAndrews of Hall 
& Henshaw; Harry IF. Legg, Julian 
House of John C. Weghorn Agency and 
William A. Waters, senior partner of 
Hall & Henshaw. 

In Class C the winners were J. Court- 
ney Theurer of Theurer Agency, Inc. 
and Theurer-Hernandez Corp.; Robert 
Lebright of the Weghorn Agency; AI- 
fred C. Jaffe of Jaffe Agency, Inc. and 
Louis Mezey of Hoey, Ellison, Frost, 
Mezey, Inc. Besides Mr. Rose low gross 
prizes for guests were won by Robert 
S. Walker, secretary of the Home In- 
surance Co., and by Philip Winchester 
of the Winchester Adjustment Agency. 
Guest low net prizes went to Edward 
Harold of Scott & Harold, insurance 


brokers; John Campbell of R. A. Fulton 


Trimbur President 


Pennsylvania Agents 

Paul J. Trimbur, Pittsburgh, was 
elected president of the Pennsylvania 
Association of Insurance Agents at the 
annual meeting last week at Bedford 
Springs, Pa. He succeeds William J. 
Graul of Allentown. Vice presidents are 
A. S. Feinerman, Harrisburg, and Stuart 
E. Graham, Wilkes-Barre. C. M. Thuma, 
Harrisburg, continues as treasurer, and 
Frank D Moses, Harrisburg, was re- 
elected secretary-treasurer. 

Past President Morton V. V. White, 
Allentown, member of the executive com- 
mittee of the National Association of 
Insurance Agents for the last three 
years, was honored at the banquet for his 
many excellent contributions to the in- 
surance business, locally, statewide, 
throughout the Eastern field, and na- 
tionally. 

F. W. LANDSEADEL DIES 

Frank W. Landseadel, 58, Buffalo, 
N. Y., insurance agent, died September 
9 after a heart attack. He was a past 
director of the Greater Buffalo Board of 
Realtors. 








Strain, vice- 


ee °50:. 
i Co. of 


president, 

New York. 
Winners in the kickers event for mem- 

bers and guests included William Taber 


Inc., and James 
Yorkshire Insurance 


of Griswold & Co, Inc.; Felix Mc- 
Andrews of McAndrews Adjustment 
Agency; Warren Thorpe of Tuttle, 


Pendleton & Gelston, Inc , and Alan O. 
Robinson, president of the Yorkshire. 
The “most valiant effort prize” went to 
John A. Murphy of Reliance Insurance 
Co., while John MacDonald of Phoenix- 
Connecticut Group shared the honors 
with Don Eifert in the nearest to the 
pin competition. Door prize winner was 
James Kreher and Al Jaffe won the 
raffle and took home a matched set of 
irons. 

An encouraging feature of the gather- 
ing was the number of company execu- 
tives who attended and joined in good 
fellowship with the agents. They were 
given a warm welcome. Also welcomed 
was Arthur F. Lamanda, First Deputy 
Insurance Superintendent, New York 
Department, who was introduced at the 
dinner by President Hanssler. Finally, 
praise was extended by Mr. Hanssler to 
Golf Chairman Rogers and his commit- 
teemen who were Harry Legg, Herbert 
Ray, Courtney Theurer and David White, 
head of his own agency. 





Left to right: Alan O. Robinson, Milton Lyman, James J. Wilson, Frank J. Rogers, Julius L. Ullman, Arthur 


F. Lamanda and William A. Hanssler. 


Photos by Alan Eifert. 
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Excelsior Meetings 


Following the precedent of keeping 
close touch with its agency family, E 
celsior Insurance Company of Syracuw 
announces a second series of f 
“Cracker-Barrel” gatherings to be h 
in suburban New York and New Jer 
this month. Similar meetings were h 
in other territories in June. 

President Forrest H. Witmeyer, Vi 
President Littlefield and Assistant S 
retary Pizor from Syracuse, as well 
Chairman of the Board John C. St 
of Norwich, N. Y., Executive Vice Pr 

Alfred C. Sinn of Clifton, N. 
Chairman of the Executive Co 
Harry L. Godshall of Atlan 
City, N. J., plan to attend all sessio 
Field Supervisors James J. Secor 
Rensselaer, N. Y., and William D. Ol 
of Oakhurst, N. J., will attend meett 
held in their particular state. 
_ The four gatherings will be held d 
ing two days as follows: Tuesday no 
September 23, in Elmsford (Westches 
County), N. Y.; Tuesday evening, 
Hempstead, N. Y.; Wednesday noon, 
Haddonfield, N. J. and Wednesday e 
ning in Bernardsville, N. J. 
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Insurance to Value... 
major key to larger premium income 
Ask the Aetna Fieldman 


Seldom have building costs and property values skyrock- 
eted so rapidly as during recent years. For example, the 
$24,000 house of 1946 is now worth $43,400, according to 
Marshall & Stevens, appraisal engineers. 


Unfortunately, many homeowners who purchased their 
houses at the “‘bargain” prices of earlier years are still 
carrying fire insurance based on an out-of-date and un- 
realistic purchase price. 

This situation gives local agents and brokers an unusual 


Meet Jim Lobsitz 

Sup’t of Agencies, Los Angeles 
Jim is a great believer in the 
use of visual selling aids to 
dramatize the importance of 
insurance to value. His spe- 
cialty is assisting producers 
in the sale of Homeowners 
policies with the aid of Aetna’s 
coverage and cost comparison 
charts. He also makes use of 
large flip charts to illustrate 
his talks to agents and bro- 
kers on package policies. His 
hobbies are bowling, fishing 
and golf. 


AETNA INSURANCE COMPANY 


55 ELM STREET HARTFORD, 15, CONNECTICUT 
Clinton L. Allen, President 


opportunity to render a valuable service to policyholders 
and increase premium income in a substantial way. 


Selling insurance to value is mainly a matter of making 
homeowners realize the extent to which property values 
have increased and the risk of carrying inadequate fire 
insurance. To many people, the facts on these subjects 
come as a great surprise. 


The Aetna has developed a new Residential Cost Finder to 
help you sell insurance to value. Ask the Aetna Fieldman. 


Meet John Belanus 
Special Agent, N. Y. Dept. 
John joined the Aetna in 
1935 and was appointed to 
his present position in 1949, 
He is always pleased when 
agents ask him ““What’s new?” 
as this gives him an oppor- 
tunity to discuss new devel- 
opments and sales ideas. He 
particularly likes to sell pack- 
age policies for homeowners. 
John is a member of Subur- 
ban New York Field Club, 
where he is Chairman of the 
Rules and Form Committee. 
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Companies Closing 
More Fire Patrols 


ACTION TAKEN IN FOUR CITIES 
Worcester, Chiteeno,.. Cincinnati and 
Boston Moving to Drop Old- 
Established Salvage Corps 





Plans to discontinue fire patrols and 
salvage corps in four more cities and the 
recent discontinuance of such activity 
in another large city mark a further step 
in the evolution of fire fighting in this 
country, according to the National Board 
of Fire Underwriters. 

The Worcester Protective Department 
an:l the Chicago Fire Insurance Patrols 
have voted to cease operations on or 
before June 30 of next year, the Under- 
writers Salvage Corps of Cincinnati has 
announced its intention to discontinue on 
or before June 30 of next year, and the 
Boston Protective Department is study- 
ing a plan of discontinuance at this 
time. 

The Fire Insurance Salvage Corps of 
Baltimore discontinued operations on 
June 30. There are _ still active fire 
patrols operating in New York City, 
Philadelphia and Albany, N. Y. 

The action taken in Baltimore, Chi- 
cago, Worcester and Cincinnati by the 
insurance companies follows _ similar 
steps taken in other cities including 
Duluth, Indianapolis, Kansas City, Louis- 
ville, Memphis, Milwaukee, Minneapolis, 
Newark, New Orleans, St. Louis, St. 
Paul and San Francisco. 


Fire Departments Take Over Work 

It was taken by the insurance com- 
panies that have maintained these or- 
ganizations since their inceptions and 
follows a long-established trend which 
recognizes that the work is a normal 
part of modern fire department oper- 
ations. 

In most of these cities, the work was 
immediately taken over by the local fire 
departments. In each city the insurance 
business provided for the employes of 
the salvage corps through continuing 
allowances for those who had reached 
retirement age or had been disabled and 
severance allowance for the younger men 
who were not absorbed into the local 
fire departments. 

The fire insurance business has a long 
record of service to the nation and its 
citizens in the field of fire protection. 
in the early days of the United States, 
the first organized efforts at fire fighting 
were by fire brigades established and 
maintained by the individual insurance 
companies. 

In the early nineteenth century, fire 
protection was recognized as a_ public 
responsibility rather than the responsi- 
bility of one business and city fire 
departments were organized, at first on 
a volunteer basis. At that time there 
was a need for separate units to protect 
the contents and furnishings of build- 
ings against the smoke and water damage 
incident to fire fighting and fire patrols 
and salvage corps were formed. These 
fire patrols and salvage corps protected 
property whether insured or not; in fact, 
they operated as if a part of the city 
fire department although paid for by the 
insurance companies. 


No New Patrols Since 1917 
As the science of fire fighting ad- 


vanced, the need for these separate 
organizations diminished because fire 
departments began to perform these 


protective services as a public function 
in addition to their regular fire extin- 
guishment. In 1917 the insurance com- 
panies decided that no new fire patrols 
and salvage corps would be authorized; 
since that time there has been a gradual 
move to discontinue the operations of 
these insurance-supported organizations 

In many communities, including some 
of the largest cities in the country, there 
had never been separate fire insurance 
partols or salvage corps, such work hav- 
ing been carried on entirely by the local 
fire departments. During recent years, 
with the improvement in the techniques 
of fire extinguishment and of building 
construction, the use of modern fire 


equipment and methods, the transition 
from the colorful and highly important 
function of these fire patrols, salvage 
corps or protective departments, as they 
are variously known, marks the passing 
of an era; but, as in so many other 
developments, it reflects improvement in 
the municipal services which afford 
scientific fire protection. 


Kelly on Deductibles 


(Continued from Page 23) 





and expense. With adequate statistical 
material and competent actuaries the 
calculation of such credits is easier than 
the determination of the original rate. 

“4. A deductible plan should provide 
sufficient range of first-loss retentions 
to be usable by both large and small 
risks. In that case there is no discrimi- 
nation. 

“5. Agency commissions in the fire 
field have never reflected the amount 
of work done by the agent. If they did, 
the large buyer of insurance would prob- 
ably be in line for some _ substantial 
rate reductions. 


Factory Mutual Plan 


“T would like to discuss the deductible 
plan of the Factory Mutual Companies 











Cuil Wil Ep Happy fo Sa You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 


ys a of Diners, Esquire and Gourmet Charge Clubs. 
EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Neor Maiden Lane, N. Y. 





Y 
Phone: Digby 4-2348 





as an illustration of how some of the 
problems have been handled. We first 
started writing deductible insurance in 
December, 1939, and our first filing mere- 
ly provided a credit of 20% for a $25,000 
deductible in the rates otherwise estab- 
lished. As experience was accumulated 
the range of deductible was steadily ex- 
panded with appropriate rate credit. 
When a Factory Mutual rating schedule 
was completely revised in 1950, the pro- 
vision for deductible coverage was re- 
viewed, the range again expanded and 
the rating procedure improved. 

The amount of insurance written 
on a deductible basis has been rising 
very sharply in recent years. As of De- 
cember 31, 1955, 14.8% of our standard 
business was so insured, but by Decem- 
ber 31, 1957, this had risen to 24.7%, 











TRAFFIC MERRY-GO-ROUND 


Speak out for better licensing 
of drivers, inspection of vehicles, 
uniformity of regulation, 
enforcement of traffic laws. 


THE 


YORKSHIRE 


INSURANCE COMPANY 
OF NEW YORK 


SEABOARD 


FIRE & MARINE 
INSURANCE 
COMPANY 


90 JOHN STREET 
NEW YORK 38, NEW YORK 





Speak out. 


which represents more than $14,000, 
000,000 of business on a deductible basis, 
The most popular loss retentions are five 
and ten thousand dollars, but we hay 
many policies written with deductibles oj 
one thousand dollars or less, and som 
with retentions of $100,000 or more. 

“One difference between our situation 
and that of other insurers is that thé 
Factory Mutual rating bureau, which 
makes the rates for full coverage, alsc 
makes the rates for deductible insurance 
This bureau acts as statistical agent fog 
the Factory Mutual Companies and se 
cures complete and detailed reports fron 
them with reference to their experience 
on both full coverage and deductible 
business. It is the responsibility of the 
bureau to review all its rates each year 
as experience data is accumulated anc 
make any changes indicated by such 
study. Changes in the credits for vari- 
ous sizes of deductibles are certain te 
be made as the larger volume of business 
on a deductible basis gives the experi; 
ence data more credibility. 


Most Risks Desire Full Coverage 


“In adopting a range of deductibles 
from $50 to $10,000,000, it was obviously 
the Factory Mutual intention to provide 
deductible coverage in an appropriate 
amount for every policyholder who de 
sires it. The policyholder is completely 
free to decide for himself how much 
loss he is willing to retain, and over 
three-quarters of our policyholders still 
prefer insurance on a full coverage basis. 
We feel that is is our obligation, as 
trustees for all of our policyholders, to 
make it possible for them to purchase 
their insurance on whatever basis they 
wish as long as it is in accordance with 
sound actuarial principles, but, in any 
case, the policyholder must pay his 
proper share of the cost of providing his 
protection. Since we are a service entity 
for our policyholders, rather than an 
outside business wishing to make a profit 
from furnishing them with insurance, we 
are completely unimpressed with the 
argument that the use of the deductibles 
will substantially reduce premium in- 


” 


come. 





American Mutual Alliance 
Conference in New York 


Further improvement of expense ra- 
tios held the attention of more than a 
hundred office management and person- 
nel executives of leading mutual prop- 
erty-casualty insurance companies in 
New York this week when the American 
Mutual Insurance Alliance’s annual 
three-day office management and person- 
nel conference was held at the Hotel 
Roosevelt. A clinic designed to improve 
insurance company written and oral com- 
munications, conducted by H. E. Clark- 
son, Northwestern University, Chicago, 
constituted the first afternoon’s program. 

Yesterday’s session was devoted to 
analysis of insurance company office 
operations, with New York management 
consultants E, F. O’Toole and M. J. Me- 
Connon as_ speakers. Practical ap- 
proaches to supervisory and manage- 
ment development were presented at the 
afternoon session by J. L. Hayes, who 
heads the department of business ad- 
ministration at St. Bonaventure Univer- 
sity, St Bonaventure, N Y 

Opportunities for older workers were 
outlined by Robert Peterson, Greenwich, 
Conn., at yesterday’s luncheon meeting. 

Final session Friday morning will be 
devoted to discussion of human relations 
as a new force in American business. 
Speaker will be Dr. Lydia Giberson, New 
York, personal adviser to employes 0 
the Metropolitan Life. 
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Management Chapter to 
Hear Cox on Sept. 25 


Raymond Cox, insurance manager of 
City Stores Mercantile Co., will be the 
speaker at the first luncheon meeting 
of the 1958-59 season for the New York 
Chapter of the American Society of 
Insurance Management Inc. The lunch- 
eon will be held on Thursday, September 
25, at the Sheraton-McAlpin Hotel. 
Frank Hornby, Jr., U. S. Industries, Inc., 
is president of the chapter with Peter 
A. Burke managing director. Mr. Cox, 
a past president of the New York Chap- 
ter, will discuss a case history of in- 
surance aspects of changes in corporate 
organization. He has also served as a 
member of the Insurance Council of 
the American Management Association. 





Aetna C. & S. Names 
Group for NAIA Meet 


Nine members of the home office staff 
of the Aetna Casualty and Surety and 
the Standard Fire will attend the Na- 
tional Association of Insurance Agents 
62nd annual convention at New Orleans 
October 6-8. The companies’ headquar- 
ters will be at the Hotel Jung. 


Those attending will include: E. N. 
O'Beirne Jr., vice president, and R. W. 
Criswell, secretary, fire division; A. D. 


Bryan, secretary, and F. W. Potter and 
Dexter Ford, field supervisors, casualty 
agency division; G, F. Wagoner, agency 
manager, marine division; R. E. Brown 
Jr., director, advertising department; W. 
].O’Meara, casualty advertising manager, 
and M. H. Blackburn, fire and marine 
advertising manager, 





Hartford Promotes Six 
In Statistical Depts. 


Six promotions in the Hartford Fire 


Group’s home office tabulating and sta- 
tistical departments are announced by 
Harry K. Haag, 
comptroller. 


vice president and 


Francis J. Galovich is named superin- 


tendent, Leo H. Graywacz advanced to 
associate 


superintendent, and Clifford 
Floyd promoted to assistant superin- 


tendent of the Group tabulating depart- 
ment. 


Russell C. Shenstone is appointed 
superintendent, and Richard A. Howard, 
Jr, and Walter J. Comerford, Jr., as- 
sistant superintendents of the Group 
statistical department. 





WESTCHESTER AGENTS MEET 

The Westchester, N. Y. County Asso- 
ciation of Insurance Agents held its an- 
nual fall outing at the Apawamis Country 
Club in Rye, yesterday, September 18. 
There was a putting contest and horse- 
shoe pitching. Kenneth L. Metz, Jr. of 
the Scarsdale Agency, Inc., in Scarsdale 
is president of the county association and 
George S. Gorman of James A. Garrity, 
Inc. in Yonkers, is secretary. 


@ 


Eastern Agents Meet 
At Buffalo April 5-7 


The Eastern Agents Conference, which 
is associated with the National Associa- 
tion of Insurance Agents, will hold its 
1959 annual meeting April 5-7 at the 
Statler-Hilton Hotel in Buffalo, N. Y. A 
feature of this gathering will be Buffalo 
Insurance Day. Charles H. Frankenbach, 
Westfield, N. J., is chairman of EAC. 





Vermont Agents Elect 
Lonergan as President 
The Vermont Association of Insurance 
Agents elected John F. Lonergan of 
Bennington president to succeed Earl 
F. Liddell of Newport at its annual 
meeting last week at the Lodge in 
Stowe. Agency management was the 
sole subject of open business meetings, 


but at a closed executive committee 
session the Vermont agents got the 
news that automobile commission re- 


ductions are coming in that state, down 
to 20% on liability policies. 

Willard D. Cobb of Brattleboro was 
elected vice president. W. Leland Law- 
rence of Springfield was reelected sec- 
retary-treasurer of the association and 
was also the first officer to be elected 
by the newly-incorporated organization 
in the official post of clerk. 

Three new executive committee mem- 
bers were elected?* John E. Abbott of 
White River Junction, I. Munn Board- 
man, Jr. of Burlington and Robert E. 
Bliss of St. Albans. Reelected to the 
executive committee were Bennett D. 
Bell of Rutland, Charles F. Black of 
Stowe and retiring President Liddell. 

Theodore F. Kane of Montpelier, pro- 
fessional public relations man, who has 
handled lobbying work for the Vermont 
agents in recent legislative sessions, is 
the new executive secretary. He will 
serve the insurance agents together with 
several other organizations. He _ suc- 
ceeds Marion D. Purchase, who is re- 
tiring 





Va. Agents Hold State 


Can’t Change Commissions 


The Virginian Association of Insurance 
Agents has filed notice of appeal to the 
Virginian Supreme Court in two recent 
cases involving changes in automobile 
insurance rates by the State Corpora- 
tion Commission. Specifically the ap- 
peals are aimed at one part of the “rat- 
ing formulas” on which the SCC based 
changes in premium rates for bodily in- 
jury, property damage and collision in- 
surance. 

Action of the court is not likely to 
affect premium rates paid by policyhold- 
ers, but only the formulas on which 
those rates are based, Richard Earle 
Smith, executive secretary of the asso- 
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ciation, says. The rating formula is the 
way in which the dollar paid for insur- 
ance premiums is divided for claim set- 
tlement, taxes and fees, production ex- 
penses and profits. 

The part of the formula being appealed 
sets forth the portion of the premium 
dollar that the company may apply to 
production costs, Mr. Smith said. Pro- 
duction costs, he said, as computed for 
bodily injury and property damage lia- 
bility insurance include agents’ comm’s- 
sions, plus bookkeeping, stenographic 
and other administrative. services. 

When the SCC in July authorized an 
over-all 10% increase in liability insur- 


ance rates, effective October 1, produc 
tion costs in the formula were cut from 
25% to 20%. “The part of the policy- 
holder’s dollar which goes into the 
agent’s commission is strictly a private 
matter between the company and its 
agent,” Mr. Smith said. “The agent’s 
commission, therefore, is not subject 
to regulation by the SCC.” 

The SCC also cut from 25% to 20% 
the commission portion of the formula 
applied to physical damage (collision) 
insurance when rates were adjusted in 
August. The association contends that 
factual proof is needed before the SCC 
can alter the rating formula. ° 





assumed. 


the obligations involved. 


the risk. 





NUMBER TWO IN A SERIES ON “UNDERSTANDING INSURANCE” 
(Reprints available in folder form) 


Transfer of Risk 


Many people think that “sharing of risks” is the vital 
principle in insurance operations. This is only partly 
true. You could, for example, share your insurance haz- 
ards with people who are inexperienced or incompe- 
tent—and have little real protection. 


The heart of an insurance contract is the “transfer 
of risk.” When you buy insurance, you transfer your 
particular risk, for a fee (the premium), to another 
party. As far as you are concerned, yours is the only 
risk involved. Actually, it is only one of many risks 


What counts is whether or not the party to whom you 
transfer your risk is capable of handling it and meeting 


Most risks are transferred twice. Once, when you call 
in your independent agent or broker and turn your 
protection problem over to him. Secondly, when your 
insurance advisor selects a company in which to place 


Both transfers are important to an insurance buyer. 
Both highlight the value of dealing with competent 
local representatives of dependable companies. 
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Brewer to N. Y. Agents 


Herbert S. Brewer of Lockport, presi- 
dent of the New York State Association 
of Insurance Agents, covers a variety of 
subjects in his presidential message in 
this month’s copy of the Empire State 
Agency Forum, monthly publication of 
the state association. He strongly urged 
agents to assist in getting assignments 
for the members of the Insurance Speak- 
ers Bureau to talk at the various local 
civic and other organizations to which 
the agents belong. 

He pointed out that the Speakers Bu- 
reau which is a joint venture of the 
New York Association and the Associa- 
tion of Casualty and Surety Companies, 
has this year made it easier by offering 
a new talk which should have wide ap- 
peal giving facts behind auto rate in- 
creases and telling what motorists can 
do to help reduce rates. 


Morton V. Y. White 


(Continued from Page 20) 





Most, rely upon their agents while doing 
a bit of institutional advertising to keep 
the company name before the public. 


Commission Contracts 


Not Disturbed 


“If, by chance, my reasoning should 
have some merit, then it would not 
necessarily follow that because the Bu- 
reau used a reduced component in filing 
rates, that identical reduction would 
apply in agents’ commission remunera- 
tion. Happily, I am told by agents in 
other states, that despite recent filings 
which include production-cost-factor re- 
ductions, some individual contracts have 
not been disturbed. 

“Those of us who have been in the 
business for even 10 years. know that, 
until the downward turn of underwriting 
profit, an agent with a good book of 
business was tendered some pretty at- 
ractive offers by aggressive companies. 
There is nothing strange about that. 
That is the way of business. 

“The National Association of Insurance 
Agents is a federation of state associa- 
tions, each of which is autonomous in 
and of itself; neither the state or na- 
tional association, nor your fellow agent, 
had a thing to do with the contract 
arrangements w hich you made with your 
companies. You may have allied your- 
self with certain carriers because theirs 


Some 


was the most attractive commission 
arrangement. Or perhaps service, per- 
sonalities, total price-of-the-product or 


financial strength influenced your deci- 
sion. Whatever it was, the decision was 
yours. 

Policy of Associations 


“There are limitations on both state 
and national associations in what they 
can do for us, the extent to which they 
can speak and act for us, even the areas 
of our industry into which they can 
probe for us. 

“The policy of your state association 
was extended or restricted by you 
through your directors. Policy of the 
national body is dictated by you through 
your state national director. Both are 
trade associations; not designed to as- 
sume—to usurp, if you please, those legal, 
independent rights which are yours as 
independent business men. The objects 
and purposes of both organizations make 
all this quite clear. 

“So, as we find ourselves in the midst 
of the turmoil that accompanies this 
transition, the limitations rightfully 
placed upon our associations by us will 
not permit the transfer of the burden 
of decision from our individual shoulders. 
NAIA can transmit to the rest of the 
industry, our collective opinions, .com- 
plaints and compliments. It does and it 
has. 

Fine Committee Work 

“As a member of the NAIA official 

family, let me review some of the things 


it is doing to smooth the bumps in 
transit: Never has your property insur- 
ance committee worked more closely 


with the company organizations on ordi- 
nary, multi-peril and inland marine 


mechanics and coverages. The fruits of 
that effort may be seen in one instance 
from the fact that of 40 recommenda- 
tions made to Multiperil Insurance Con- 
ference by your committee, 27 were 
adapted in the basic forms of the out- 
coming residence-package contracts and 
five others were provided for by en- 
dorsement. 

“Despite the charged atmosphere of 
the automobile casualty realm, your 
casualty committee works industriously 
and profitably with the National Bureau. 
Under the chairmanship of Floyd Rice, 


the agency management committee is 
rendering the entire industry a distinct 
service by conducting its flat cancella- 
tion and agency cost surveys, at the 
same time, developing statistics on other 
important aspects. The business has no 
more valuable facility at its disposal. 
“Current facts include the one that, 
in the exercise of its rightful autonomy, 
one of our state associations has con- 
cluded that it must ask the courts 
whether or not there are illegal aspects 
in the simultaneous alteration of agents’ 
contracts by numerous companies in 


their particular state. Some choose to 
consider that action as being sanctioned 
by NAIA. Of course, it was not. Another 
state association has chosen, in the ex- 
ercise of its natural right, to publicize 
its objection to the action of its sister 
state. 

“Whether prudent or imprudent, we 
have got to recognize both events as 
being natural products of the times we 
are in. Having recognized them as such, 
we must adhere to the policies of our 
associations and go on about our asso- 
ciation business.” 





MULTIPLY THESE 
SIX NEW HOMES 
B Y 158 * 3 33 to equal the number* of new private residences under construction during the 


current year, despite recession and talk of diminishing markets. 
Almost 950,000 new homes; 950,000 new prospects for residential package 
policies; 950,000 opportunities to modernize family insurance programs! 


The best efforts of both company and agent will be called for in providing the 


right coverage and presenting it to the insurance prospect. The Crum & Forster 


Companies have complete confidence that the job will be well done. 





* Indicated in a survey conducted by the Economic Council of the 
National Association of Home Builders. 





CRUM & FORSTER GROUP 


CASUALTY 


of Insurance Companies 
¢ FIRE +« MARINE 





¢ ‘SURETY 


UNITED STATES FIRE INSURANCE CO... ... Organized 1824 


THE NORTH RIVER INSURANCE CO. . 


. Organized 1822 THE WESTERN ASSURANCE CO, U.S. Branch ... 


. . Incorporated 1851 


WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 


110 WILLIAM STREET - 


NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. * PACIFIC DEPT., SAN FRANCISCO » SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH © . VIRGINIA-CAROLINAS DEPT., DURHAM, W. C. 
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Enlightening Debates On Numerous 


from many nations follows herewith: 


The following report summarizes high- 

lights from the American marine insur- 
ance market’s viewpoint of the proceed- 
ings of the 1958 Conference of the Inter- 
national Union of Marine Insurance. It 
is impossible in the short space of a 
summary to reflect the many contribu- 
tions made by delegates of 34 member 
associations from 32 countries, as well 
is by other underwriters during the 
very successful “open Council” session 
at which more than 200 underwriters 
were present. Therefore, copies of the 
major papers submitted will be made 
aailable as soon as they have been 
reproduced. In the judgment of the 
American delegation this has been the 
best Conference to date, largely because 
of the debate of the various questions 
fom the floor of the Conference. 

It should be emphasized again that 
the American delegation, immediately 
iollowing the opening remarks of the 
president of the Council, reminded the 
conference of the qualified status of the 
Institute in the affairs of the Union. 
It was explained that this position is in 
keeping with the anti-trust laws and 
policies of the American government. 

Austrians Fine Hosts 

The Austrian marine insurance asso- 
cation were the hosts for the confer- 
ence. They are to be congratulated for 
the effective and pleasant arrangements. 
The new Congress House of Salzburg 
and the professional staff connected with 
the establishment are outstandingly effi- 
cient. 

The most prominent event of the 
conference was the address by Richard 
P. Godwin and the question-and-answer 
period which followed his talk. More 
will be said of this later. 

The Institute’s delegation was headed 
by Madoe M. Pease, president, and 
included Emil A. Kratovil, George Insel- 
tan, and the writer. The delegation re- 
gretted that Miles F. York was unable 
to attend. 

Other Institute representatives at Salz- 
burg, attending in their official capacities 
in the Union, included Harold Jackson, 
an honorary member of the Union and 
‘committee chairman, Owen E. Barker, 
a vice chairman of the Union, and John 
T. Byrne, chairman of the Union’s Com- 
mittee on Freedom of Insurance. Several 
other underwriters from the American 
market were in attendance at several 
‘vents of the conference, including the 
‘open Council” session. 

Nuclear Fission 

_Keen interest was shown by the 
Council and by other underwriters pres- 
¢nt in the technical as well as the under- 
Writing aspects of nuclear fission. Dur- 
ing the morning session of the open 
ouncil meetings a paper was submitted 
by Richard P. Godwin, Chief of the 
Maritime Reactors Branch of the United 
‘tates Atomic Energy Commission, and 
Nuclear Projects Officer of the Maritime 
Administration. Mr. Goodwin’s remarks, 
and the lively discussion which followed 
the presentation of his paper, film and 
Sides, were concerned mainly with the 

. S. Savannah.” 

_it was evident that an enormous 
‘mount of research and experiment has 





Topics Feature Marine Union Meeting 
By Cart E. McDoweELt 


Executive Vice President, American Institute of Marine Underwriters 


Carl E. McDowell, well known executive vice president of the American Institute of 
Marine Underwriters, was a member of the United States delegation to the annual con- 
ference of the International Union of Marine Insurance held in Salzburg, Austria, His 
malysis of the papers and debates at this important gathering of marine underwriters 


gone into the development of his first 
nuclear-powered merchant ship. The 
clarity of his presentation, as well as the 
frankness of his discussion of questions 
put from the floor, was most effective. 
He did emphasize that no-conclusions 
can be drawn without more actual ex- 
perience. He felt that the protection 
afforded the containment vessel and the 
reactor unit was such as to make a nu- 
clear incident very unlikely. In this con- 
nection he mentioned the analysis of 
material regarding casualties to conven- 
tional ships which had been compiled 
by the United States Salvage Associa- 
tion. 

A. B. Stewart of London conducted the 
open discussion in a most capable man- 
ner. Papers were submitted by Mr. 
Stewart himself and by Robert Maier 
(Switzerland), Karl-F. v Schlayer (Ger- 
many), and Miles F. York (read by Mr. 
Kratovil). Comments wére made both 
by delegates to the Council and by other 
underwriters. 

In general, there was a broad indi- 
cation that national marine insurance 
markets are thinking along the lines of 
providing conventional coverage of prop- 
erty damage risks. However, it was 
quite apparent that there is no solution 
yet for the knotty problem of extensive 
third party liabilities arising out of the 
probable inability of shipowners to limit 
their liability in the event of a nuclear 
incident. On this matter it was generally 
conceded that it is too early to reach 
conclusions and that there is a probable 
need for legislation or an international 
convention on the liability situation on 
nuclear ships. 

Suggestions of Peter Leth 


A specific thought was put forward by 
Peter Leth of Denmark. However, there 


appeared to be no other thinking along 
these lines. He suggested that under- 
writers might follow this procedure: 

1. Exclude nuclear risks from: marine 
policies ; 

2. Include these risks in respect of 
property damage only in special extended 
conditions ; 


3. Cover under a separate policy the 


liability arising out of collision and 
P & I, in accordance with whatever 
legislation may be provided by individual 
governments or by international conven- 
tion; 

4. Coordinate the marine and _ non- 
marine insurance of the risks concerned 
(in 3 above); and in this connection he 
thought that the resources of the various 
national pools may be available. 

Mr. Gaston-Breton of France men- 
tioned that the French policies have ex- 
cluded atomic risks for the past 10 
years; however he felt certain that the 
attitude of French underwriters would 
tend to modify these policies in the light 
of general developments. 

Mr. Pease stressed that no decisions 
had been reached in the United States 
and that whatever had been said by the 
American delegation reflected largely in- 
dividual thinking at this time. He re- 
emphasized the American problem of 
pyramiding of liabilities, which arises 
because many of the American com- 
panies writing hull and P & I insurance 
are also members of NELIA. 

Mr. Porter said that the problems are 
immense and probably vary from country 
to country. He urged the national mar- 
kets to tackle their problems themselves. 

There were general expressions of 
opinion that underwriters have faced 
many such serious problems and ‘have 
always shown the capacity to resolve 
these situations. In this connection it 
was pointed out that nuclear-powered 
submarines are already afloat, that fis- 
sionable material already moves in com- 
merce, that shore-based reactors are 
giving some measure of experience, and 
that the risks under study are already 
before underwriters. 


Hull Bussiness 


The discussion of hull business at 
this year’s conference was greatly influ- 
enced by the serious extent of the de- 
pression in the shipping business. This 
has resulted in a sharp decrease in values 
of ships as well as the laying up of con- 
siderable tonnage (reported to be 8% 
of the world’s tonnage at the present 
time). The corresponding drop in pre- 
mium income for underwriters has not, 
unfortunately, been offset by any im- 
provement in costs of repairs. 

The discussion of hull business was 
introduced by R. A. J. Porter, chairman 
of the Joint Hull Committee in London. 
Remarks for the American Institute were 
given by Mr. Pease. In commenting on 
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CARL E. McDOWELL 


the economic situation, he said that many 
owners are making large reductions in 
their hull values for insurance purposes. 
No exception can be taken to reductions 
under marine policies which should hot 
provide insurance in amounts greatly 
exceeding the true value of the hulls 
insured. 

In extreme cases this development 
makes it possible to declare a construc- 
tive total loss with payments of the in- 
creased value insurance, even though the 
casualty would fall far short of such 
a claim if the vessel was valued at near 
its replacement cost. Mr. Pease said 
that the course being pursued by some 
underwriters in the American market to 
minimize these situations is to require 
insurance to be placed entirely on hull 
when the aggregate value for total loss 
purposes reaches a critically low level. 


Franchise Clause 


Interest was indicated in this trend in 
the American market, as well as in Mr. 
Pease’s comments on the generally obso- 
lete status of the Franchise Clause, 
because of which assureds are encouraged 
to exploit their hull insurance coverage 
and in doing so become involved in 
endless detail in ferreting out and pre- 
senting small claims on which the costs 
are out of proportion to recoveries 
effected. Mr. Pease stated that there 
is a body of opinion in the Anierican 
market that a realistic upward adjust- 
ment in the amount of franchise would 
be beneficial to the shipowners. 

Mr. Pease again reviewed the proce- 
dure of .he American Hull Insurance 


. Syndicate in dealing with hull business. 


He expressed appreciation of the in- 
creased participation by the American 
market insurances on foreign owned 
fleets but expressed some concern over 
excessive delay in receipt of premium 
payments. 

Full reports were submitted by the 
various delegations. Considerable men- 
tion was made during the course of the 
reports of the problems of insuring the 
newer and larger vessels, of the need 
for revising builder’s risk policies, and 
probable need to review war risk pol- 
icies, in the light of “political risks” as 
well as the possible catastrophic events 
of the 48-hour period, notice of cancella- 
tion, now contained in the hull policy. 
As to new tonnage, mention was made 
of the new ore carriers and tankers 
(“what seems to be a simple stranding 
becomes an enormous shock when the 
repair bills come in.” 


(To Be Concluded) 





MANTER GOES TO BOSTON 


John R. Manter, special agent for the 
Phoenix of Hartford Companies, has 
been transferred to the company’s dis- 
trict office in Boston. He joined the 
Phoenix in 1954 in the home office train- 
ing program in Hartford and in 1956 
was appointed special agent in the Buf- 
falo, N. Y., district office. 
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Zurich-American Has 
Meritmatic Auto Plan 


SIMPLIFIED LOW-COST POLICY 





To Be Sold Initially in Michigan; De- 
signed to Meet Competition 
Direct Writers 

The Zurich-American Companies have 
developed a new plan to provide low- 
cost auto insurance for safe drivers. 
The plan, called Meritmatic, has been 
approved in Michigan with an effective 
date of October 1, and the companies 
expect to extend it selectively to other 
states at a future date. In Michigan, 
Meritmatic rates are substantially less 
than standard: rates in other states will 
be determined by prevailing conditions. 

The Meritmatic plan provides a con- 
tinuous policy with six-month renewals 
and direct billing of insureds. The agent, 
of course, retains exclusive ownership 
of all expirations. 

The new policy will be written only 
in the American Guarantee & Liability. 
Its predecessor, the merit policy, will 
still be available through Zurich-Ameri- 
can agents in meritmatic states. It will 
provide coverage at standard rates and 
will be written only in the Zurich. 

Issuance and processing of the new 
Meritmatic policy have been simplified 
and mechanized as much as possible. A 
lower commission rate has been estab- 
lished in keeping with the agents’ re- 
duced overhead, decreased work and 
saving in time. 

Sales-Stimulating Features 


Sales-stimulating features of Merit- 
matic, as outlined by Zurich-American, 
include: 

1. Competitive price—helps local agent at- 
tract desirable business and meet direct-writing 
competition. 

2. Continuous policy—no worry about over- 
looking expiration dates. 

3. Payable semi-annually—coupled with lower 
costs. This puts dependable protection within 
reach of everyone by making it easier to budget 
the cost of insurance. 

4. Immediate delivery—agent delivers policy 
at time of sale, while prospect is in mood to buy. 

5. Promotion of local agent—agent is able to 
offer the attractive combination of modern pro- 
tection, price, and local agency service. 

Dollar-saving advantages of Merit- 
matic to the agent include: 

1. Cuts bookkeeping costs—the company does 
the billing and provides the agent with all neces- 
sary records, 

2. Cuts typing costs—no typing is 
on the policy. The agent doesn’t have to prepare 
bills. 

3. Reduces cost of records—agent doesn’t have 
to maintain expiration lists and prepare accounts 
current, 

4. Cuts office chores—agent is relieved of time- 
wasting details. He has more time for selling. 

5. Eliminates collection calls—saves on phone 
calls, time and footwork. 


required 


Zurich-American explains that the 
Meritmatic auto policy will be issued 
“on the spot” by the agent at the time 
of sale. With a ballpoint pen he will 
fill in an application-declaration set with 
pre-inserted one-time carbons. He will 
then insert one copy of the application- 
declaration page into a jacket to com- 
plete the policy. The initial premium is 
collected at the time of sale and the 
money sent to the company together 
with copies of the application-declaration. 
Claims will be handled exactly as now. 


Records to be Kept by Machine 


The company will keep all Meritmatic 
records by machine, sending the agent 
a monthly accounting, Insureds will be 

(Continued on Page 35) 


NAIA Seeks Conference 


With Defense Department 
The NAIA was on record this week 
as strongly opposing the action of the 
U. S. Department of Defense order in 
discontinuing commercial public liability 
insurance coverages on Army and Air 
Force exchanges, clubs and other similar 
activities. 

This order is effective October 1, and 
discontinues the commercial public lia- 
bility insurance in favor of self-insurance. 

NAIA President Louie E. Woodbury 
Jr. of Wilmington, N. C., has wired 
Secretary of Defense Neil McElroy, urg- 
ing rescinding of this order and seeking 
immediate conference with the Secretary 
to give the insurance industry an oppor- 
tunity to discuss the situation. 

The Assoication of Casualty & Surety 
Companies is joining the NAIA in its 
protest and also is seeking a conference 
with the Secretary of Defense. 

President Woodbury has also asked 
the American Insurance Association to 
join in the fight. The AIA had previously 
cooperated with NAIA at an earlier con- 
ference with officials of the Department 
of Defense and General Accounting 
Office on a self-insurance problem. 

Many agents over the nation who are 
members of the NAIA are contacting 
their Senators and Representatives to 
express their views on the self-insurance 
order. 


J. B. Donovan To Get Brokers Medal 


James B. Donovan, Watters & Dono- 
van, and one of the leading casualty 
insurance counsel in the country, has 
been selected to receive the General 
Insurance Brokers Gold Medal for 1958. 
Henry B. Olshen, president, General 
Insurance Brokers’ Association, sponsors 
of the award, made the announcement 
this week. 

The recommendation of the Gold 
Medal Award committee, consisting of 
past medal winners and headed by J. 
Victor Herd, chairman of the boards 
and president of the America Fore Com- 
panies of the America Fore-Loyalty 
Group, was approved unanimously by 
the Brokers Association’s executive com- 
mittee. Presentation of the award will 
take place at the 33rd annual dinner of 
the association to be held in the Wal- 
dorf-Astoria on Wednesday evening, 
October 29. 

Mr. Donovan is a member of the law 
firm of Watters & Donovan of New 
York and Washington, D. C. The firm 
represents the National Board of Fire 
Underwriters, National Bureau of Casu- 
alty Underwriters, Surety Association of 
America, National Automobile Under- 
writers Association, Inter-Regional In- 
surance Conference, Nuclear Energy 
Property Insurance Association, Nuclear 
Energy Liability Insurance Association, 
New York Board of Title Underwriters 
and other organizations and individual 
companies. 

On many occasions, throughout the 
United States, Mr. Donovan has repre- 
sented the Association of Casualty and 
Surety Cos. and other industry associa- 
tions in litigation affecting the business 
of insurance. 

Mr. Donovan is a member of the 
governing council of the insurance sec- 
tion of the American Bar Association. 
In the past he has served as chairman 
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of the insurance section of the New York 
State Bar Association and the committee P: 
on insurance law of the Association of : 
the Bar of the City of New York. Au- 
thor of many law review articles and 
papers on various aspects of insurance : 
law, Mr. Donovan has lectured on the 
subject at the University of Chicago, 
the University of South Carolina, Uni-|Ma 
versity of California and elsewhere. In 
1953 he received the Tyne Award from F 
the Federation of Insurance Counsel 
for “outstanding contributions to the 
field of insurance law.” 
Th 
of th 
The Travelers Gets Award = Fite 
Of New York Board of Trade} *8“" 
The Travelers has been designated as § Presi 
the first company to receive the coveted § Mac 
“Business Speaks Gold Award” of the§ Milto 
New York Board of Trade. Previously § presic 
this award had been given only tof’ Mr 
prominent individuals, mary 
The Travelers award will be accepted§ Robe 
by J. Doyle DeWitt, president, at aff NAIA 
dinner at the Waldorf-Astoria, New§f bookl 
York, October 9, with more than 1,500 Natio 
persons expected to attend. A_ second§ and o 
Business Speaks Gold Award will beffin R 
presented at the same time to Dr. Sverre¥ Mr. 
Petterssen, president of the American§ “an a 
Meteorological Society and professor off reaso 
meteorology at the University of Chi- _ 
cago. under 
Travelers was designated as one off comp: 
the award winners “for pioneering serv- § sentec 
ice in establishing a weather research § comp: 
center; for its new methods of weather§ Hav 
prediction and analysis, and for prac-§ and 1} 
tical application in its business off MacB 
meteorological findings.” intere 
Last year awards were made to Johng Major 
D. Rockefeller, III, and Dr. A. Whitney iD 
Griswold, president of Yale University.J.a sub 
Previous recent award winners include§ sub-cc 
General Eisenhower in 1948; Herbert# 2 T 
Hoover and General Marshall in 1949; negoti 
Bernard Baruch and John Foster Dulles§ peen 
in 1952; Thomas E. Dewey in 1953; the re 
Herbert Hoover, Jr., and Sir Winston panies 
Churchill in 1955, and Rear Admiralf C 
Lewis L. Strauss in 1956. oak 
In selecting meteorology as the theme site 
of the 1958 Business Speaks Dinner, the ey tl 
Board of Trade states that it discerns ale 
a timely opportunity for leaders inj 
American science and the country’s busi- * In 
ness interests to join in significant sup- ae pr 
port for the advancement of basic ee 
research in this increasingly important artan 
and challenging field. inflatic 
. are 
O1 
“Jud Day” Theme of J rercen 
udgment Vay eme oO ' 
; E therefc 
Hays’ Talk to Claim Mgrs. ability 
James A. Graves, manager of the™ 5. TI 
claim department of American Fire &§ writing 
Casualty of Orlando, Fla., was host tof busines 
Florida claim men of the company, both losses 
home office personnel and adjusters—J respect 
and secretaries from the branch claim 6. Th 
offices at an all day meeting recently inf of hott 
Cherry Plaza Hotel, Orlando. The pro- panies 
gram embraced various claim questions, since { 
procedure and insurance coverages. writing 
As the banquet speaker American’s§ chargin 
president, Walter L. Hays, warned: “It's pared ¢ 
Judgment Day when a policyholder pre-§ $1 in 
sents a claim. He judges whether he 
gets what he paid for... whether he§ Bulk in 
bought from the right company. It may 77 
not be just a question of money, but b . Th 
how our policyholders are treated by ie ae 


our people.” 

Continuing Mr. Hays said: “Here are 
some of the things that influence the t 
judges on Judgment Day: (1) The re; 


n the ¢ 


dollar, 


imes & 
n the ¢ 


liability of the adjuster; (2) the adjuster fer: 
must be friendly; (3) He must be polite ies $id. 
—a man is often judged by how he treats Se rticar 
others; (4) He must be clean and neat () 100. 
in his dress and personal habits; (5) Be i. 
. The 


tactful; (6) One of the adjuster’s first 
moves is to put himself in the insured’ ‘ 


represer 


han lo 


position; (7) Speak frankly and only h 
the truth, and (8) Be sincere. the com 
“The No. 1 quality for success in any ks th 
business,” according to President Hays, ne 
’ n 


“is the ability to get along with people. 
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The last event of the general sessions 
of the recent 65th annual convention of 
the New Jersey Association of Insurance 
Agents was the panel discussion “Agency 
Economics.” Participants, moderated by 
President Henry Franz, were Roy H. 
MacBean, H. Earl Munz, CPCU, and 
Milton H. Grannatt, Jr., who was elected 
president of NJAIA at this convention. 

Mr. MacBean delivered a fine sum- 
mary of “Battles’ Primer” written by 
Robert E. Battles, past president of 
NAIA. The document, a small 28-page 
booklet, was published recently by the 
National Association of Insurance Agents 
and officially titled “The Agency System 
in Relation to Insurance Economics.” 

Mr. MacBean described the Primer as 
“an attempt to give some conclusions and 
reasoning on the subject of the opera- 
tions of an insurance agency operating 
under the American Agency System as 
compared with the operations repre- 
sented by the direct-writing insurance 
companies.” , 

Having read the primer several times 
and having taken copious notes, Mr. 
MacBean picked out 18 main points of 
interest from Mr. Battles’ pamphlet. The 
major points he enumerated as follows: 

1. The American Insurance Agent is 
a sub-contractor much the same as a 
sub-contractor in the field of industry. 

2. The right of private contract to 
negotiate on commissions has always 
been inherent and also competitive in 
the relations between all insurance com- 
panies and all agents. 

3. Commissions, as a_ percentage of 
gross: selling price were, from the be- 
ginning a logical and equitable way to 
pay the agent, sub-contractor for his 
services and work. 

4. Inflation is the one big factor in 
the present postwar era causing irsur- 
ance rates to rise, and the agent is 
certainly subject to the effects of this 
inflation to precisely the same degree 
as'are the insurer and the policyholder. 
Commissions that are based on a fixed 
percentage of any selling price have, 
therefore, an automatic built-in adjust- 
ability to changing prices. 

5. The average cost for both direct 
writing and agency companies of doing 
business other than the payment of 
losses is approximately 40% of their 
respective premiums written. 

6. The pure loss dollar in the case 
of both direct writers and agency com- 
panies is 60% of premium income, but 
since the average deviation of direct 
writing companies is 20%, they are 
charging only 80 cents in premium com- 
pared to the agency companies charge of 
$1 in premium. 


Bulk in Loss Portion of Premium Dollar 


7. The bulk of the difference in cost 








between the two types of insurance is 
found in the loss portion rather than 
in the expense portion of the insurance 
dollar. For example, 60% loss portion 
times 80 cents equals 48 cents for losses 
in the case of: the direct writer as com- 
pared with 60% loss portion times $1 
Premium equals 60 cents for the loss 
Portion of the premium for agency 
companies, 

8. The remaining 8 cents of difference 
representing 40% of all expenses other 
than losses is chargeable one-half to 
the company and one-half to the agents 
since the average commission paid to 
sub-contractor, agents is 20%; there- 
ore, only 4 cents of the total spread 


Participants in Agency Economics 


Panel Worried Over Commission Cuts 


MacBean Quotes From Battles’ Primer; Munz Says All 
Factors Making Up Auto Rates Must Be Considered; 


Views of Grannatt and Franz 


between the two types of insurance 
companies product is found in the agency 
portion of expenses (40% of expenses 
times $1 in premium equals 40 cents 
for the agency writing companies com- 
puted to 40% times 80 cents of premium 
equals 32 cents for the direct wfiting 
company). 

9. In view of the above facts, agency 
companies can meet the competitive 
prices of direct writers by doing the 
following: A. Reduce loss payments 12 
cents as direct writers have already 
done. B. Reduce their own expenses 4 
cents, and again as direct writers have 
proven can be done. C, Agents com- 
mission would then automatically re- 
duce 4 cents down to 16 cents (while 
holding to precisely the same commission 
rate of 20%). 

10. Commissions received by sub-con- 
tractor, agents go principally for the 
following twelve functions: 1. Selling. 
2. Advertising. 3. Inspection. 4. Under- 
writing. 5. Policy writing. 6. Policy de- 
livery and explanation. 7. Premium col- 
lection. 8. Premium payment to com- 
panies. 9. Endorsing and cancelling. 10. 
Risk improvement. 11. Loss reporting 
and handling. 12. Profit. 

11. A recent study by- the Board of 
Fire Underwriters of the Pacific indi- 
cates that agency written policies are 
only 2% as susceptible to flat cancella- 
tion as are company written policies! 

12. Loss adjustment expenses of direct 
writers averaged nearly twice as much 
as those for agency companies indicat- 
ing the importance of the agent in loss 
adjustment, and also proving that all 
commission received by agent, sub-con- 
tractors is certainly not reimbursement 
solely for selling or “acquisition cost”! 

13. Government and other qualified 
statisticians and appraisal firms indicate 
that the prices of all commodities have 
gone up nearly 200% since 1939, and also 
personal incomes have risen likewise in 


this same period. Yet the average per- 
sonal insurance costs of America’s auto 
and homeowners has increased by only 
50 to 60% since 1939. 

14. The relative price spread of 20% 
within major segments of the insurance 
industry is normal and _ conservative 
and gives no ground for charges that 
“something is wrong” with the insurance 
business. Mr. MacBean remarked: “We 
must bear in mind, as does Mr. Battles, 
that there are price spreads in excess 
of 20%, but these do not represent the 
majority of the price spreads between 
direct writing and agency companies.” 

15. Agents and companies from the 
beginning have engaged in vigorous com- 
petition on commission contracts, and in 
1865 various insurance companies actu- 
ally campaigned for Federal regulation 
of their business as a means to obtain 
uniform rates of commission. This move- 
ment failed and led to the founding of 
the National Board of Fire Underwriters 
which also attempted to establish and 
maintain uniform rates of compensation 
to agents, 

16. The famous South Eastern Under- 
writers case of 1944, when the Supreme 
Court of the U. S. decided that insur- 
ance was subject to inter-state com- 
merce and therefore made it illegal to 
agree to “fix premium rates and agents 
commissions” led to abolition of the 
existing Acquisition Cost Conference. 

17. The National Bureau of Casualty 
Undewriters prepared a study of the 
auto insurance situation in 1952 and 
this study alluded to commissions which 
later developed in the minds of certain 
casualty companies an idea that com- 
missions would be generally reduced. 

18. The next move was to change pro- 
duction cost factors in rate filings in 
both New York State and in California 
in attempts to secure needed rate in- 
creases because in this manner the 
rates of increase needed by the com- 
panies could be reduced by the simple 
expedient of paying agents a lesser 
commission. 

In California, Mr. MacBean said, the 
new rate published early in 1958 was 
based on this reduction in production 
cost allowance from 25% to 20%. During 
the following few months a majority of 
insurance companies doing business in 
California notified their agents of com- 
mission reductions, and following this 
the California AIA hired specially chosen 
anti-trust counsel to protect their rights 
and at the same time they maintained 
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Meyner Proclaims 


New Jersey Governor Robert B. Mey- 
ner proclaimed Tuesday, September 9, 
“New Jersey Association of Insurance 
Agents Day” and called “upon the citi- 


N.J. Agents’ Day 


zens of the state and all public-spirited 
organizations to join in honoring this 
group of fellow citizens on this occasion 
of their 65th birthday.” 





Left to right—Charles J. Unger, Association executive secretary; Milton H. Gran- 
natt, Jr., newly elected president; Gov. Robert B. Meyner; Insurance Commissioner 
Charles R. Howell, and Henry A. Franz, outgoing president of Association. 


New Jersey Association Of Insurance Agents, Atlantic City, September 8-9 


Public Relations Work of 
New Jersey Agents Cited 


The public relations program of the 
New Jersey Association of Insurance 
Agents gained recognition in a number 
of ways at the association’s recent an- 
nual convention in Atlantic City. 
James R. Matthews of NAIA pre- 
sented the Bowen Cup Award: for pub- 
lic relations activities—indicative of a 
superior program among state agents’ 





James R. Matthews, NAIA director of 
advertising, presents the Bowen Award 
to Alan H. Miller (right), former presi- 
dent of NJAIA, and Roy H. MacBean, 
NJAIA state national director. 


associations nationally. Mr. Matthews 
noted that NJAIA, the first to win 
the trophy twice, having captured the 
honors in 1952, the first year the trophy 
was placed in competition. Former 
NJAIA presidents, Messrs. MacBean 
and Alan H. Miller, accepted the Bowen 
Award. 

A substantial amount of credit for 
NJAIA earning the Bowen Award again, 
goes to the association’s director of pub- 
lic relations, John Edwards of Hacken- 
sack. This was duly commented upon 
by Messrs. Matthews, Miller and Franz 
in connection with accident and fire pre- 
vention programs, aside from press rela- 
tions work of Mr. Edwards and his staff. 

Deserved recognition of Mr. Edwards 
came from, publicly perhaps an unex- 
pected source, the press reporters at- 
tending the conference. Mr. Franz, from 
the roster, read a testimonial letter from 
the pressmen citing Mr. Edwards’ “ex- 
traordinary service . . . rendered on be- 
half of NJAIA during the annual and 
mid-year conventions in particular and 
throughout the year in general... the 
speed and efficiency with which Mr. 
Edwards meets our every request .. .” 
The letter addressed to President Franz 
was signed by all reporters attending 
the meeting. 





H. G. Mather Reports 


Legislation Satisfactory 


Atlantic City, N. J., September 8— 
Henry G. Mather, chairman of the 
NJAIA legislative committee, in his re- 
port to the annual convention here this 
morning, said the legislative develop- 
ments in the state were favorable to the 
insurance industry as a whole. 

When the NJAIA legislative committee 
met last February it was decided to 
support 13 bills in the state legislature 
and to oppose 13. Mr. Mather re- 
ported a 1,000 average for their opera- 
tion, every bill which they opposed was 
defeated. Only two of the bills sup- 
ported were not passed. All the rest, 
which have now become law, were In- 
surance Department bills giving New 
Jersey Department of Banking and In- 
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Progress Made By New Jersey Assn. 
Under Administration Of Henry Franz 


In his report on the administration of 
New Jersey Association of Insurance 
Agents at the 65th annual convention 
held in Atlantic City, Henry A. Franz, 
president, reported on the extent to which 
NJAIA achieved the aims set up by Mr. 
Franz when he was elected in Septem- 
ber, 1957. The goals aimed at were: 

1. Enactment of the agents qualification 
law. 2. The promotion of the advertis- 
ing campaign of the National Associa- 


tion. 3. A substantial increase in mem- 
bership. 4. To get road aid off the 
ground. 


The agents qualification law was en- 
acted during the year, and for this Pres- 
ident Franz noted the assistance of 
Commissioner Charles J. Howell and 
Henry G. Mather, chairman of NJAIA’s 
legislative committee. 

Mr. Franz paid tribute to the work of 
Alan H. Miller, his predecessor as pres- 
ident of NJAIA, for having “conceived, 
nurtured and raised” the advertising 
campaign of the National Association. 
It was through Mr. Miller’s persistence 
and hard work that the campaign became 
a success throughout the country, but 
Mr. Franz indicated disappointment that 
only 45% of NJAIA members contributed 
to the 1958 campaign. He remarked: 
“T certainly expected that we would do 
much better than we did. Each of us 
sorely needs this program, and I, there- 
fore, fervently hope that our members 
will carry a more equitable share of the 
load of the new campaign which is now 
under way.” 

The president had hoped, he said, for 
a substantial gain in membership. In 
fact though 112 members were added, 88 
were dropped, resulting in an overall 
gain of from 1,478 to 1,502 members. He 
stressed the importance in numbers: 
“the strongest weapon in our individual 


arsenals is our membership in our 
association.” 
The fourth aim, getting Road-Aid 


under way on the highways of New Jer- 
sey, is proceeding successfully, he noted. 


Opposition to Compulsory Law 


Two other important topics were dis- 
cussed in Mr. Franz’ report. One was 
compulsory automobile insurance, and 
the second, agents’ commissions. 

Mr. Franz mentioned Governor 
Meyner’s reference in his fourth annual 
message to the state legislature to “giv- 
ing serious consideration to the enact- 
ment of compulsory automobile insur- 
ance law.” The NJAIA president com- 
mented: “We, as most other states, have 
been fighting compulsory auto insurance 
for many years. Several of the states 
have lost this battle. It is my opinion 
that with the recent revisions of the 
financial responsibility law and the un- 
satisfied claims and judgment fund law 
the people of New Jersey have the best 
possible protection against the unin- 
sured motorist. I think the compulsory 
dragon ‘has now been slain in New 
Jersey.” 

Mr. Franz described cooperation be- 
tween two segments of the industry on 
the compulsory auto problem, discussions 
between representatives of NJAIA and 
the Association of Casualty & Surety 
Cos. This resulted in the publication of 
a pamphlet called “How New Jersey 
Provides the Most Complete Protection 
Ever Offered by any State Against the 
‘Economic Hardships of Auto Accidents.” 
Out of the talks came the idea of estab- 
lishing a speakers bureau. As a result 
139 speaking engagements were filled by 
NJAIA members, explaining the problem 
to the public. 36,000 copies of the pamph- 
let were distributed. 


On Commission Study Committee 


Mr. Franz continued: “During the 
course of this year, I found it necessary 


to appoint a special committee known 
as ‘The Commission Study Committee.’ 
It consists of Milt Grannatt, Roy Mac- 
Bean, Sol Holland, Charley Franken- 
bach, John Sheiry, Earl Munz and my- 
self. Thus far much of the work done 
by this committee has been preliminary ; 
however, we did have some conferences 
with the National Bureau of Casualty 
Underwriters and with others. 

“We are all keenly aware of the prob- 
lems that made necessary the creation 
of this committee. I hope all of you will 
give these problems your most careful 
thought; and when you do, please be 
objective in our thinking so that you 
may see them from all sides.” 


Tribute to Charles J. Unger 


Mr. Franz also announced that Com- 
missioner Howell had recently created 


an advisory committee to assist the New 


Jersey Insurance Department “in carry- 


ing out the intent” of the new agents’ 
qualification law. “Hank” Mather was 
nominated by Mr. Franz to represent 
NJAIA on the advisory committee. The 
new law will become effective December 
19, Anyone applying for a license after 
that date will have to meet the educa- 
tional requirements of the new law. 

The president thanked the members of 
his committee, the various committee 
chairmen, members of the NJAIA staff 
Jean Hibbett and Barbara Daudelin, 
and the association’s PR director John 
Edwards. Mr. Franz described Charles 
J. Unger, executive-secretary of NJAIA 
as the “real president of this association.” 
Mr. Unger, he said, enjoys the respect 
and confidence of everyone affiliated 
with the insurance industry. “He has 
earned that ... and merits every bit of 
it. Don’t ever lose sight of the fact 
that he is the heart and backbone of 
our association,’ Mr. Franz declared. 

In closing he urged members to face 
up to their problems: “They involve 
markets, underwriting and commissions. 
Let us not be ostriches and hide our 
heads in the sand. Let us recognize 
each problem, face it openly and objec- 
tively, and then discuss it freely. 

“We must recognize the fact that we 











PEERLESS INSURANCE CO. g KEENE, NEW HAMPSHIRE 


New Jersey Association Of Insurance Agents, Atlantic City, September 8-9 


will not be in agreement amongst each 
other as to how to solve these problems. 
We must nevertheless work together and 
be prepared to give and take for the 
common good, 

“We must recognize that the com- 
panies’ problems are just as serious, and 
that we need the companies just as they 
need us. We must, therefore, help each 
other. Each of us must get our own 
house in order and, thereupon, stride out 
together to do the job of serving the 
American public.” 





EDUCATION EXPANDS 





95 Classroom Hours for Agents and 

Brokers Course This Fall; Karam 

Honors Committee and Faculty 

Atlantic City, N. J., Sept. 8— High 
tribute to members of the education 
committee of the New Jersey Associa- 
tion and to company men and others 
who have contributed to the success of 
the educational program was paid by 
Emile Karam, educational committee 
chairman, when he addressed the con- 
vention today. In seven years the com- 
mittee has grown from four men to the 
present 20 members, handling the School 
of Insurance courses on agents and 
brokers, fire rule and rating course, and 
maybe soon a course on advanced sched- 
ule rating. 

“We have seen our School of Insur- 
ance,” said Mr, Karam, “commonly re- 
ferred to as the agents and _ brokers 
course, expand until a curriculum which 
used to entail 48 hours of instruction has 
just completed a semester of 72 hours. 

“We were prepared for the fall 1958 
semester with a program of 78 hours 
until challenged by the heartening news 
of passage of Assembly Bill A94 which 
requires an educational qualification for 
an insurance licensee. When our School 
of Insurance opens on September 15, we 
will have added new subject matter and 
enlarged the effort to 95 classroom 
hours— plus two examination periods. 
We also plan additional expansion to 
satisfy the need for better education 
and elevate the caliber of qualified per- 
sonnel who administer the protection 
requirements of the insuring public. 

“During this same seven-year period 
we satisfied the need for a School of 
the Manuals. A crude initial experiment 
gave way to a sufficient effort of 24 
hours of instruction on fire and casu- 
alty. Gradual development has_ brought 
us to the point where during the last 
year we had two semesters of the rate 
and rite course—each having a total of 
42 hours of instruction. Likewise, on the 
expansion side, this course opens its fall 
semester at Newark on Wednesday of 
this week and will have 45 hours of 
instruction. 

“The course on Fire Rules and Rates 
is still available on a statewide basis. We 
welcome any inquiries from the various 
counties. 

“At a meeting of the Essex County 
association interest was expressed in a 
course on advanced schedule rating for 
the members. We are glad to report that 
such a course can be given as soon as 
there is evidence of solid demand. This 
would definitely be a course for those 
of us who have experience in schedule 
work, selling and doing engineering work 
—not for the inside office force. 

“Thus we see that our two regulaf 
semesters of the School of the Manuals 
and the School of Insurance have been 
supplemented by the fire and rules and 
rates course—with arrangements for the 
course on advanced schedule rating.” 





NJAIA MEETING RESOLUTION 

The only resolution passed at the New 
Jersey Agents annual convention i! 
Atlantic City urged the NAIA “to take 
active part in the application of the 
action program of the President’s Com- 
mittee for Traffic Safety.” 
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N. J. Agency Economics Panel 


(Continued from Page 31) 


their position that they are not in any 
way attempting to state what the rates 
of commission should be, they are sim- 
ply insisting that a free and competitive 
field for private, individual negotiation 
be maintained. 

Says Companies Are Being Opportunists 

Mr. MacBean commented on the gen- 
eral concern among agents over “the 
latest threat,” namely, the action of the 
NBCU and NAUA in reducing their pro- 
duction cost allowances in future rate 
flings, “We must also know,” he said, 
“that the companies are being oppor- 
tunists at this time because admittedly 
they have suffered grievous losses dur- 
ing the past few years on automobile 
insurance, and particularly during the 
past two years these large losses have 
coincided with a reduction in their in- 
vestment earnings. Nevertheless, we can 
not help asking ourselves what would 
be the production cost factor next year 
if they continue to lose money and the 
vear after that? I personally do not 
believe that any of our members would 
be particularly proud of either our State 
Association, or our National Association 
if we long continued to approach the 
entire subject of commissions in ostrich- 
like fashion and preserved for our mem- 
ber agents only the continuing right for 
them to negotiate a smaller and smaller 
part of a constantly reducing production 
cost factor.” 

Premiums, Payroll Increase, Commission 
Percent Decrease 

Using Mr. Battles’ primer as a guide, 
along with other pertinent material, Mr. 
MacBean made an analysis of his own 
agency. He reported: “During the past 
four years, in which time our premiums 
increased from $483,000 to $537,000, pay- 
roll expense has increased from 9.3% to 
11.2% of premiums written. Our com- 
missions percentage to premiums (during 
this time) decreased from 22.4% to 
22.2%, with minor fluctuations between 
these points and yet,” he pointed out, 
“net profit before Federal taxes has re- 
duced in one continuous downward trend 
from 8%4% of premiums written to 7.3%, 
to 4.9% and now finally to 4.7%.” 

This, he explained, occurred while the 
agency was increasing its premium vol- 
ume approximately 11 to 12%, its pay- 
roll was increasing 3314% and its net 
profit was almost cut in half. “Imagine 
what a commission reduction of 20% 
on approximately one-half of our busi- 
ness would amount to?” he asked. 

He said that most representative 
agencies, apart from specialists in certain 
lines, have about one-half of their busi- 
ness in automobile classifications. “If the 
standard 25% commission is reduced to 
20%” Mr. MacBean maintained, “we are 
suffering a 20% reduction in commission 
income on this class of business even 
though the number of points on the com- 
mission reduction are only five points 

.. therefore ... a 20% reduction in 
commission is exactly the same as a 10% 
reduction in commission on the entire 
business volume written.” 

In the Event of Commission Cuts 


Another item revealed by Mr. Mac- 
Bean’s analysis for 1954-58 was that the 
Percentage of total premium-bearing 
items which were handled entirely with- 
out company assistance increased from 
75.6% to 82% of all items. He asserted 
that if the time comes when the agency 
Will have to take commission cuts from 
its present contracts, “they will have to 
be accompanied by a major reduction 
in the operations now performed by my 
agency, and I can think of many reasons 
why this may not be to the best inter- 
ests of the insuring public because cer- 
tainly if agencies who at the present 
time are writing their own policies 
both new and renewal, handling the 
small losses and doing the major portion 
of their underwriting are going to turn 
back to their insurance companies any 
arge percentage of this work, they are 
going to experience,” he believes, 
Many more errors, flat cancellations, 
Corrections, rewrites, etc. and they are 
also going to very definitely reduce 


speedy service to their insurance clients.” 

Mr. Franz, complimented Mr. Mac- 
Bean on the talk, and emphasized the 
importance to agents of an adequate ac- 
countancy system. The agent, he said, 
does more than write endorsements, and 
he better find out what these services 
are costing the agency. 


Must Discuss All the Cost Factors 


Mr. Munz, in his remarks emphasized 
the value and necessity of conferences 
between representatives of the agents 
and top company officials. Both agent 
and company are inter-dependent and 
must seek a common ground, he said. 
The agents also must feel they have 
freedom to speak. 

“We are on the threshold of another 
conference on total production cost al- 
lowance,” he declared, “and there must 
be a discussion of all the costs that go 
into the rate, not just the commission 
costs.” 

He concluded that the agents must 
“continue the conference method and 
avoid the situation that came about in 
California.” 

Mr. Grannatt presented an_ early 
round-up of returns on the NJAIA ques- 
tionnaire given to members to help 
NJAIA’s Commission study committee 
obtain certain information to guide them 
in the study of this problem. 

Apparently replies were received from 
108 members, and Mr. Grannatt empha- 
sized that this was only 10% of NJAIA 
membership, that _the answers needed 
qualification. Space was allowed on the 
questionnaire for remarks and some of 
these comments were informative but, 
Mr. Grannatt hinted, some of the an- 
swers given “may have been what mem- 
bers felt we wanted to hear rather than 
actual conditions. This .tended to cast 
doubts as to the validity of the re- 
turns.” 

Commissions’ Questionnaire 


The following was revealed in an- 
swers to the questionnaire: 52 had read 
Bob Battles’ Primer, 62 had not; 22 fa- 
vored direct company billings, 41 op- 
posed; 81 favored renewal certificates 
against 30 opposed and 62 favored con- 
tinuous policies, 52 did not. 

Question 5 asked if they were using 
deviating automobile insurance plans at 
present, 36 said they were, and 80 said 
they were not. Question 6 read: “If the 
answer to 5 is yes, do you receive a 
reduced commission?” 21 replied “Yes” 
and 32 replied “No” to question 6, caus- 
ing Mr. Grannatt to remark “You figure 
that one out.” 

Further questions revealed that 21 
were, and 86 were not, using any devi- 
ating plans for other lines. 

Asked were they willing to accept a 
reduction in per cent automobile com- 
missions, 27 answered Yes, 87 said No. 
Were they willing to accept such a re- 
duction in other lines? For some inex- 
plicable reason the replies were 8 Yes, 
108 No., 116 answers. 

Of those answering the questionnaire, 
84 had contingent agreements, 28 had 
not. Asked “Do you believe that a policy 
writing agent should be paid a higher 
rate of commission than a non-policy 
writing agent?” the answers were 108—0 
in favor. 

In closing the session Mr. Franz said 
the commission study would continue. 
The Association is emphatically opposed 
to interfering between individual agents 
and their companies in contract negoti- 
ations. If necessary an extraordinary 
meeting of the NJAIA membership will 
be called on the whole question of com- 
missions. 





25TH MILESTONE FOR MRS. ROBB 


Mrs. Mabel G. Robb has completed 25 
years with the Hartford Accident & 
Indemnity in its New York City office. 
Since 1954 she has been supervisor of 
coding in the workmen’s compensation 
and liability department. 

Hartford Accident has presented a gold 
watch to Mrs. Robb in recognition of 
her quarter-century of service. 
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OPERATION SUPER SAFE 


A TESTED NEW APPROACH TO PLANT SAFETY 
another KEMPER service for... 

















policyholders... 


increases production, im- 
proves safety, betters 
employee relations and 
reduces insurance costs. 


producers... 


a competitive advantage 
which enables them to 
sell and hold the large 
Workmens Compensa- 
tion risks. 


a new approach... 


The Safety Engineering department of Kemper 
Insurance conceived and tested a new approach to 
plant safety through a special Safety Training Course 
for Foremen. To policyholders’ foremen, and our 
engineers, this program is known as Operation 
Super Safe. 

The secret weapon of Operation Super Safe is the 
foreman himself, The president of one company 
using the program describes it this way: “.. . an ex- 
cellent job of selling safety to all employees through 
the foremen.” 








foremen stimulated to think 


Operation Super Safe equips foremen to become 
group leaders. It helps them develop a safety con- 
scious attitude and, at the same time, develops their 
ability to pass on this attitude to those working 
under them. 

This is accomplished by combining study of the 
fundamentals of accident prevention with the teach- 
ing techniques shown to be most effective—the group 
discussion method. 

It is a combination which stimulates foremen to 
think. 








tested with more than 100,000 workers 


The Safety Training Course for Foremen already has 
been tested with some of our policyholders, benefit- 
ing more than 100,000 of their employees. 


For brochure giving 
further information on 
how Operation Super 
Safe will benefit your 
clients, write R. P. 
Palmer, Secretary, 
Home Office, Chicago 
40, Illinois. 





Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manvfacturers Mutua! Insurance Company 


divisions of KEMPER insurance 


Chicago 40, Illinois 
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Yorkshire Gives Lunch 
For Theurer Agency 


25 YEARS WITH THE COMPANY 





President Alan O. Robinson Presents 
Certificate of Service; Compliments 
J. B. Theurer on Loyalty, Cooperation 
The Yorkshire Insurance Co. of New 
York gave recognition to the Theurer 
Agency, Inc, of 116 John Street, New 
York, on September 10, which marked 
the 25th anniversary of this agency’s 








J. BEIER THEURER 


continuous representation of the York- 
shire. 

Alan O. Robinson, president of the 
company, was luncheon host that day 
to the officers of the Theurer Agency 
at the Drug & Chemical Club. Joining 
with Mr. Robinson at the affair were 
his fellow officers—Horace Crowell, Jr., 
executive vice president; Robert L. 
Deverall and James Strain, vice presi- 
dents, and Anthony J. Falke, Jr., as- 
sistant secretary. 

The Theurer executives attending in- 
cluded J. Beier Theurer, head of the 
firm; J. Courtney Theurer, Howard G. 
Buckley, A. C. Scheer and James P. 
Gaynor. 

President Robinson presented J. Beier 
Theurer with a framed 25-year certificate, 
and in so doing expressed his apprecia- 
tion for the loyalty and cooperation of 
the Theurer organization over the years. 
Mr. Robinson also indicated his faith in 
the future of all such well founded 
company-agency relationships. 

J. Beier Theurer, now approaching his 
48th year in the insurance agency busi- 
ness, is one of the best known New 
York City agents. At the same time he 
is prominent in Republican party circles 
in Hudson County, N. J., being chairman 
of the County Committee and Commis- 
sioner of Elections, a post he has held 
since 1939, 


Helicopter Lands H. G. Evans 
On Lawn, Wyomissing Home 


Harold G. Evans, president of the 
American Casualty Companies of Read- 
ing, Pa, always an _  aviation-minded 
executive, helped to inaugurate a heli- 
copter service earlier this summer. One 
evening a helicopter landed on the lawn 
of his home in Wyomissing, Pa., having 
brought Mr. Evans from the ReaJing 
Municipal Airport. He was greeted by 
his wife and grandson, Nicky Gassaway, 
son of James and Mrs. Gassaway of 
Haverford, Pa. 

The helicopter used by Mr. Evans was 
flown by Thomas J. Mason, chief test 
pilot of Republic Aviation Corp.’s heli- 
copter division. The Reading Eagle 
recognized the importance of this flight 
by running a large size picture of the 
‘copter after its arrival on the Evans’ 
lawn. 


Lemmon Assails Texas Auto 


Rate Law as “Monopolistic” 

A charge that Texas motorists are 
paying $25,000,000 “too much” for auto- 
mobile insurance because there is no 
competition on rates was made by Vestal 
Lemmon of Chicago, general manager of 
the National Association of Independent 
Insurers, at a recent hearing conducted 
by the Texas Legislative Council’s com- 
mittee on insurance rates. 

Declaring that Texas is the only state 
in the nation which still has uniform 
rates for automobile insurance, Mr. 
Lemmon said the other states all have 
flexible rating systems which permit 
competition and enable companies to 
give lower rates to careful drivers. He 
charged that the Texas law prevents 
competition on rates. 

Mr. Lemmon further told the study 
committee that companies belonging to 
NAII will be forced to charge their 
Texas policyholders $13,000,000 more 
than is necessary next year, although 
about $10,000,000 of that amount will 
be returned to them in the form of divi- 
dends. He added, however, that payment 
of dividends involves expensive book- 
keeping and the companies would prefer 
to charge lower initial rates and elim- 
inate dividends. 

Assailing the present Texas rate law 
as “monopolistic,” Mr. Lemmon warned 
that it “stands as an open invitation for 
Federal regulation and taxation of the 
insurance business in Texas.” He said 
Congress had expressed a mandate to 
the states, ordering that “full oppor- 
tunity for competition should be pro- 
vided.” Furthermore NAII member com- 
panies have a lower loss ratio in Texas 
than in most other states. On a nation- 
wide basis, he said, it takes an average 
of 56.8 cents from each dollar to pay 
claim losses. In Texas the comparable 
figure is 45.3 cents, he said. 

Noting that many companies through- 
out the nation are cutting agents’ com- 
missions on automobile insurance 5%, 
Mr. Lemmon said: “That can’t be done 
in Texas under present laws.” 

A former employe of the Texas Insur- 
ance Commission, he explained that his 
group was seeking “regulated competi- 
tion—not wide-open competition.” 


Elevator B. I. and P. D. Rates 
Boosted 9.2% in N. Y. State 


Revisions of rates for manual rated 
classifications of elevator B. I. and P. D. 
liability insurance and of elevator colli- 
sion insurance were made effective Sep- 
tember 10 for New York State by the 
National Bureau of Casualty Under- 
writers on behalf of its members and 
subscriber companies. 

Similar revisions recently became effec- 
tive in 50 other states and territories. 

Elevator P. D. liability and collision 
insurance rates are reduced 25%. Bodily 
injury rates for elevator liability and 
collision liability insurance are increased 
by 7.9% for Greater New York and 16.1% 
for remainder of New York State, an 
average of 9.2% for the entire state. 
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A. M. Rees Joins F. & D. as 
Asst. to S. C. Doolittle 





A. MACDONALD REES 


A. MacDonald Rees, formerly public 
relations director for Air Products, Inc., 
Allentown, Pa., has joined the advertis- 
ing department of the Fidelity & De- 
posit as assistant to S. C. Dolittle, man- 
ager. 

Before becoming associated with Air 
Products, Inc. in 1956, Mr. Rees had 
served for several years as manager of 
publications at Lehigh University. His 


experience also includes three years with 
the Bethlehem (Pa.) Globe Times. 

A native of Wallingford, Conn., Mr. 
Rees is a graduate of Boston University 
School of Public Relations and Com- 
munications. 





DR. MARKUSON PROMOTED 

Dr. Kenneth E. Markuson has been 
appointed medical director in the home 
office of Liberty Mutual of Boston. Dr. 
Markuson had been medical director for 
the Middle Atlantic division since he 
joined the company in 1952. 
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‘ciation of Insurance Agents. His topl 
is “The High Cost of Compulsory.” 


W. F. O'DONNELL RETIRES 





Claims Supervisor in N. Y. Office of 
U.S.F. & G. has Served Company 
46 Years; Given Dinner, Gifts 

William F. O’Donnell, who has served 
the United States F. & G. for 46 years 
and has handled automobile, malpractice 
and A. & H. claims in the New York 
office for many years, has retired. His 
office associates and some insurance pro- 
ducers tendered him a dinner September 
9 at the Drug & Chemical Club, N. Y,, 
which was a felicitious occasion. A novel 
feature of the affair was that six of his 
former secretaries attended. 

Principal speakers were Hugh Richard- 
son, home office vice president in charge 
of claims, who came up from Baltimore 
to be present, and George F. Avery, 
U.S.F. & G, vice president in New York. 
Philip A. Maurer, Jr., superintendent 
of P.D. claims in. New York, was ar- 
rangements chairman. 

Mr. O'Donnell was presented 
luggage and a wrist watch. 


with 





Wolf Heads Casualty Dept. 
Of Gen’! Fire & Casualty 





Fabian Bachrach 
RICHARD J. WOLF 


Appointment of Richard J. Wolf’ as 
manager of the New York casualty un- 
derwriting department for General Fire 
And Casualty is announced by E. ¢. 
Lechner, president. 

A 30-year veteran in the’ insurance 
field, Mr. Wolf had extensive experience 
in underwriting with American Casualty 
and Crum & Forster. He was recently 
in charge of countrywide casualty opef- 
ations for a Florida company. 

He is a member of the Drug and 
Chemical Club of N. Y. 





HARRINGTON OREGON SPEAKER 

C. F. J. Harrington, ‘executive vice 
president, National Association of Cast- 
alty & Surety Agents and former Massa 
chusetts Insurance Commissioner, speaks 
today (September 19) in Portland at the 
30th annual convention of Oregon Asso 
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MUTUAL COMPANIES TO MEET 


National Association Expects 1,200 at 
Atlantic City October 4-8; Howell, 
Meyner, Yount to Speak 
Advance registration indicates that 
1,200 persons will attend the 62nd annual 
convention of the National Association 
of Mutual Insurance Companies at the 
Chalfonte-Haddon Hall in Atlantic City, 
October 4-8. This four-day meeting will 
bring together top officials of the asso- 
ciation’s 1,300 member companies from 

4) states. 

Association President W. C. Searl has 
announced the central theme for this 
year’s program will be the “Challenge 
of Changing Times.” Mr. Searl is also 
president of Auto-Owners Insurance 
Co., Lansing, Mich. 

Delegates to the opening general ses- 
sion on Monday morning, October 6, 
will be welcomed by C. R. Howell, Com- 
missioner of Insurance of New Jersey. 
At a special joint session in the after- 
noon, Yount, executive vice 
president, Liberty Mutual, Boston, will 
talk on “The Insurance Challenge of 
Nuclear Development,” and “A _ Tele- 
phone Man Looks to the Future” will 
be the subject of a speech by Donald 
C, Power, president, General Telephone, 
New York City. 

Tuesday, October 7, will be devoted to 
annual conference business meetings, 
and Wednesday, October 8, the Governor 
of New Jersey, Robert B. Meyner, will 
address the general session. 

This annual convention provides the 
setting for a number of mutual insur- 
ance organizations which mect at the 
same time as the National Association. 
These organizations are: Federation of 
Mutual Fire Insurance Companies, 
Transportation Insurance Rating Bureau, 
Advertising-Sales Conference, Mutual 
Loss Research Bureau, National Fed- 
eration of Grange Mutual Insurance 
Companies and the Mutual Insurance 
Council of Editors. 

David A. Fogg, secretary of the Farm- 
ers Mutual Fire, Salem, N. J., is gen- 
eral convention chairman. 








Meritmatic Auto Plan 


(Continued from Page 30) 


automatically billed by the company for 
renewals. Commissions, new and renewal, 
will be remitted to the agent once a 
month. 

The insurance afforded under Merit- 
matic is similar to that provided under 
the Zurich-American merit policy, the 
company advises. Liability, physical dam- 
age and uninsured motorist coverages 
will be available. 

The book-type Meritmatic policy opens 
Vertically, has index tabs, and is printed 
in two colors. The cover is die-cut to 
show the name and address of the in- 
sured when the declaration page is in- 
serted, 

Pilling’s Statement 


In announcing the new plan and policy 
to agents, Neville Pilling, chief execu- 
tive of Zurich-American, said: 


“Meritmatic enables you to provide 
your clients with automobile coverage at 
a competitive price without sacrificing 
tither quality protection or dependable 
ome town agency service. 
_-To make lower premiums possible, 
It is necessary to cut the cost of process- 
ing automobile business—to cut paper 
work, to reduce overhead, to simplify and 
streamline procedures in our office and 
yours, 

“By helping you hold your best auto 
accounts and get desirable new ones, 
by cutting your office expenses, by elim- 
nating the evil of free insurance and the 
«xtra expense of issuing unnecessary 
Policies, by relieving you of time-con- 
suming details and thus making more 
time available for the active solicitation 
of other lines, Meritmatic actually en- 
ables you to come out ahead even though 
the commission rate is lower than the 
Tate you have received on automobile 
business in the past.” 


LAA Book for Life Cos. 


(Continued from Page 1) 


vice president, General American Life 
Insurance Co, 

“The Groups of People who Influence 
A Company’s Public Relations,” 1. Com- 
municating With Policyholders, C. Rus- 
sell Noyes, secretary and manager, 
Phoenix Mutual Life Insurance Co. 2. 
Corporate Responsibility To The Local 
Community, Henry E. Arnsdorf, asso- 
ciate director public relations and adver- 
tising, The Prudential. 3. Employes As 
People—A Case History, John Moyler, 
Jr., second vice president and director 
of public relations, The Life Insurance 
Co. of Virginia. 4. The Importance of 
Sound Home Office—Field Relations, 
John L. Lobingier, Jr., director of public 
relations, Life Insurance Agency Man- 
agement Association. 5. Life Insurance 
Companies Appraise Each Other—Insti- 
tutional Relations, Robert B. Mitchell, 
executive editor, The National Under- 
writer-Life Insurance Edition. 6. Small 
Groups Comprise The General Public, 
Jack R. Morris, vice president, director 
of public relations, Republic National 
Life Insurance Co. 

“The Tools of Communications, and 
How To Use Them.” 1. Publicity—Its 
Uses and Abuses, Francis M. Small, 
manager, advertising and publicity, Pa- 
cific Mutual Life Insurance Co. 2. Speak- 
ing To People Through Advertising, 
Charles R. Corcoran, second vice presi- 


dent, The Equitable Life Assurance 
Society of the United States. 3. Radio 


and Television—The Old and the New, 
Henry R. Geyelin, manager advertising 
service, Metropolitan Life Insurance Co. 
4. The Printed Word— Booklets and 
Publications, Kenneth K. Wunsch, direc- 
tor of public relations “& advertising, 
Northwestern National Life Insurance 
Co. 5. People in Motion—Special Events, 
Speeches, Meetings, Miscellaneous, E. K. 
Taggart, special staff writer, Nationwide 
Life Insurance Co. 


Comments By Authors 


Clifford B. Reeves, vice president, Mu- 
tual of New York, conducted a survey 
to measure the development of public 
relations departments in life insurance 
companies as a part of the preparation 
for his opening chapter. The survey 
disclosed that of 118 United States and 
Canadian companies responding to his 
questionnaire, 72 reported that they 
maintain active PR departments. Of 
these, 9 were established between 1927 
and 1946. However, from 1946 to 1958 
there were 63 formal public relations 
units established. 

“Many companies that do not yet have 
formal PR units recognize the need,” 
Mr. Reeves writes, “and are performing 
a number of PR functions in various 
ways. The large majority of these com- 
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panies express the hope that they will 
have a formalized program before long. 
So the continued growth and develop- 
ment of the PR function in life com- 
panies seems assured.” 

In his discussion of the place of public 
relations in management, Clarence J. 
Myers, president of New York Life, 
points out that the responsibility of 
management 50 years ago was more or 
less defined by the profit and loss sheet. 
“The social duty of the businessman or 
business firm,” he said, “was felt to be 
more or less discharged by the charit- 
able contribution. 

“In a single word, management’s stake 
in public relations is ‘relatedness,’” Mr. 
Myers says. “What a business stands 
to gain through the proper and effective 
exercise of the public relations function 
is relatedness. When a business misuses 
or underestimates its public relations, 
this relatedness is jeopardized.” 

Holgar J. Johnson, president of the 
Institute of Life Insurance, writes that 
“Business has always had relations with 
the public. What is new and what has 
brought the phrase ‘public relations’ to 
everyone’s attention during the past 15 
or 20 years, is the new role which this 
function has assumed. Today all business 
stands in the shadow of public scrutiny. 

“The success of the individual corpo- 
ration is dependent upon its ability to 
meet public demand and earn public 
approval of its action. It is this fact, 
along with others, which has influenced 
the corporation, and in fact most Ameri- 
can business, to realize that public rela- 
tions is a definite responsibility of top 
management, and has caused the public 
relations function to become segregated 
as a function of management.” 





Seeks 14.6% Auto Rate Rise 


An automobile rate increase of 14.6% 
is sought in North Carolina which, if 
approved by Insurance Commissioner C. 
F. Gold, would mean a $4 million hike 
for the entire state. Filing was made by 


the North Carolina Automobile Rate” 


Administrative Office, being an amend- 
ment to an earlier request for an in- 
crease deemed too high by the state. 


R. F. SOMMER, 50, DIES 





Standard Accident-Planet Assistant Vice 
President Was in Charge of Fire 
and Marine Underwriting 

Robert F. Sommer, 50, assistant vice 
president, Standard Accident, died Sep- 
tember 9 in Pontiac, Mich., after an 
extended illness. Survivors include his 
wife, Helen M.; two daughters, Carol 
Belle and Roberta Jeanne; his father, 
and a brother, Frank. 

Mr. Sommer, widely known in the 
property insurance field, joined. Standard 
Accident and Planet in 1945 at the time 
of Planet’s organization. He was in 
charge of the fire and marine underwrit- 
ing for both companies. Known for his 
organization work in the Society of 
Chartered Property and Casualty Under- 
writers, he was one of the first six men 
to be granted the CPCU designation. 





Hear Pullen and Murphy 

Two eastern executives — William E. 
Pullen, executive vice president, United 
States F. & G., Baltimore, and Joseph 
F. Murphy, secretary-general counsel, 
America Fore Loyalty Group, New York, 
spoke at the recent annual convention 
of Idaho Association of Insurance Agents 
at Sun Valley. 


Mather on Legislation 


(Continued from Page 31) 


surance additional powers in connection 
with insurance companies. 

Mr. Mather remarked: “In summing 
up, we can feel a sense of achievement, 
particularly in our own two sponsored 
bills, the lessening of interest in com- 
pulsory automobile insurance, the 
sterngthening of the Unsatisfied Claim 
and Judgment Fund Law, better powers 
of enforcement for the Banking and 
Insurance Department, and defeat of the 
comparative negligence theory, at least 
for the time being, in our State.” 

The following comprised the committee 
under the chairmanship of Mr. Mather: 
Joseph B. Fleming, Charles H. Franken- 
bach, Sr., Sol S. Holland, and Robert 
Hutchison. 
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Guardian Life Has New 
Group Lifetime MM 


BEING WRITTEN IN N. Y. STATE 








Approval Sought in all States; Three 
Plans May Be Superimposed on 
Blue Cross-Shield Plans 


Guardian Life Insurance Co. of Amer- 
ica is now writing lifetime major med- 
ical coverage on a Group basis in New 
York State. The new policy has been 
filed in all other states and the District 
of Columbia and will be offered as ap- 
proyals are received from the various 
Insurance Departments. 

Coverage will be written on groups 
up to 500 insured employes and may be 
superimposed on Blue Cross, Blue Shield 
or any Guardian base plan, or written 
without a base plan. 

Guardian Life’s Group major medical 
includes provision for lifetime coverage 
for-all participants, as long as the master 
policy remains in force. Retiring em- 
ployes and their dependents may be given 
continued coverage either in the Group 
plan or by conversion to Guardian’s 
individual major medical. The same con- 
version privilege is available for termin- 
ating employes awd their dependents, de- 
pendent children reaching the limiting 
age, and dependents of deceased em- 
ployes. 

Choice of Three Plans 


Buyers have a choice of three plans: 
One provides a maximum benefit of 
$5,000, with a surgical limit of $750 and 
a hospital room and board limit of $20 
per day; the second offers a maximum 
benefit of $7,500, with surgical limit of 
$1,000 and hospital room and board of 
$25 daily; the third plan has $10,000 
maximum, with surgical limit of $1,250 
and $30 per day hospital room and board 
limit. 

The maximum benefit limits are per 
illness maximums prior to age 65, and 
aggregate after age 65. 

The only co-insurance requirement in 
any of the plans is on private nursing 
fees. On all other covered charges, sub- 
ject to the limits quoted above, Guard- 
ian Life pays the full amount after the 
deductible has been met. 

On each plan the buyer has the choice 
of a $300 or a $500 integrated deductible. 
If there is no base plan the deductible 
per illness will be the amount selected 
at time of issue—either $300 or $500. 
However, if there is a base plan and 
benefits under the base plan exceed the 
stated deductible, the deductible for that 
claim will be the amount paid under the 
base plan. 

Other features include provision for 
benefits in event of mental illness, and 
for convalescent home care following 
hospital confinement. 

The addition of Group major medical 
gives Guardian Life, which entered the 
Group field in February, 1957, a portfolio 
that includes all forms of coverage exc ept 
Group permanent and Group annuities. 


Whitted Service Office Mer. 


Warren R. Whitted has been ee 
service office manager in Chicago, for 
Mutual and United of Omaha. The an- 
nouncement was made jointly by V. J. 
Skutt and N. M. Longworth, presidents 
of the respective companies. 

Mr. Whitted joined the legal depart- 
ment of the companies in 1947. He is 
a graduate of the University of Omaha 
ee Creighton University’s College of 

aw. 





United of America Plans to 
Erect New H. O. Building 


United Insurance Co.. of America, 
Chicago, announces that it has purchased 
the property located at the southeast 


corner of State Street and Wacker 
Drive in Chicago. President Jack R. 
Hogan states that plans are being 


drafted to erect a 25-story ultra-modern 
air conditioned office building at this 
choice Loon location. It will be in keep- 


ing with Chicago’s “new look” program 
for the Loop area. 
The company will move its home 


office from 1313 South Michigan Avenue 
upon completion of the new structure 
which will probably be by the end of 
1959. It will occupy the majority of the 
space for its home offices and the re- 
mainder will be available for lease. Two 
lower level parking areas are also in- 
cluded. 

United of America, now in.its 40th 
year, was founded in Illinois in 1919 by 
O. T. Hogan, now chairman of the board 
of directors. The company operates in 
42 states, District of Columbia and 
Hawaii. In addition to its home office in 
Chicago, there are three regional home 
offices—Los Angeles, Baltimore and 
Columbia, S. C. The United also main- 
tains over 200 district offices. 

United’s assets are approximately $100 
million with life insurance in force of 
more than $680 million. Its major lines 
of business are life, A. & H. and hospital 
insurance. Its gross income for 1958 is 
expected to exceed $80 million, an in- 
crease of $2 million over that of 1957. 
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Subject to variations under applicablq 


staff 


state laws, the lifetime hospital expens¢ Adi 
coverage provides, under premium notic@ forun 
business, the following hospital expens@§ sponc 
benefits for any one period of hospital comp 
confinement commencing prior to tha Septe 


policy anniversary next following the 
covered family member’s 65th birthday! 

Maximum Hospital Expense Benefit 
Period 180 days. Maximum Hospital 
Services Benefit 15 times the Daily Hos 
pital Benefit. Maximum Physician’s In 


4-D 


Hospital Medical Expense Benefit $150 Th 
There will be no change in the above Grow 
benefits available before age 65. How- Reve 
ever, the hospital expense benefits whiclg the 
are available for any one period 0! Villas 
hospital confinement commencing on andg Servic 
after the policy anniversary next follow- busin 
ing the covered family member’s 65th Cestes 
birthday are as follows: Rol 
Maximum Hospital Expense Benefit sales 
Period 60 Days. Maximum Hospital mean, 
Services Benefit 10 times the Daily Hos@ "neste 
pital Benefit. And for any period ofg Presic 
hospital confinement after age 65, them son § 
Physician’s In-Hospital Medical Expense ger. 
Benefit is not provided. Presic 
Except for the above changes in hos H. K: 
pital expense benefits, the policy provig ary; 
sions and benefits under present hospital actua 


expense policies are retained. As_ here: John 


tofore, the maximum issue age for hos: 
pital expense policies will be age 60. 
Until further notice, for certain issu 
ages, there will be available the present 
hospital expense policy which is guarat 
teed renewable to the policy anniversary 
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C 
next following the 65th birthday. ports 

The John Hancock lifetime hospit’ <j. 4) 
expense program will apply to both pre® of $6 
mium notice and monthly debit businesg 5,),,, 4 
although the benefits differ somewhf ‘py, 
in the two series of policies. dition 

In California, benefits and rates diffe! other 
slightly from the rest of the country be op 


complying with the regulations of tha! 
State’s Department of Insurance. 
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T. T. Wallace Keynoter 
Of HIAA Forum Oct. 27 


ON INDIVIDUAL INSURANCE 





Program Includes 3 Days of Workshop 
And Panel Discussions; Peter J. 
Burns Chr. of Forum Subcommittee 








Travis T. Wallace, president of the 
Health Insurance Association of Amer- 
ica, has been scheduled to deliver the 
keynote address at the association’s an- 


Rearguments Heard in the 
Travelers Health-FTC Case 


The United States Court of Appeals 
for the Fighth Circuit,*sitting in Kansas 
City, Mo., on September 13, heard re- 
arguments in the case of The Travelers 
Health Association of Omaha against 
the Federal Trade Commission. The 
court has the case under submission. 

Fraizer & Fraizer of Lincoln, counsel 
for The Travelers Health, presented 
arguments that questioned the FTC’s 
jurisdiction in the matter at bar in view 
of the U. S. Supreme Court’s decisions 


of June 30 in the FTC cases involving 
the National Casualty and the American 
Hospital & Life. 

The case of The Travelers Health was 
originally argued before the Appellate 
Court last November 13. 





M. F. JOHNSON JOINS ALLSTATE 


Marvin F. Johnson has joined the All- 
state Insurance Companies as _ claims 
director for their two newest lines, 
A. & S. and hospitalization and life insur- 
ance. Prior to joining Allstate, Mr. 
Johnson was with Sun Life of America 
in Baltimore. 


Union Dental Care Cover 

Local 14-149 of the Oil, Chemical and 
Atomic Workers International Union 
(AF of L-CIO) became the first union 
to obtain a non-profit dental insurance 
plan for its members through an agree- 
ment with Helena Rubinstein, Inc. 
Anthony Mazzocchi, the union’s presi- 
dent, described the arrangement as ‘a 
break-through comparable to that of 1946 
when unions began to bargain for hospi- 
tal and medical care. This,” he declared, 
“heralds a trend of collective bargaining 
for dental benefits to complete the health 
care package.” 
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nual individual insurance forum in Chi- 
cago. The forum, which will bring 
together insurance company executives 
from all parts of the country and Can- 
ada, will convene for three days begin- 
ning Monday, October 27, at the Drake 
Hotel. 

Mr. Wallace, who is also president of 
the Great American Reserve, Dallas, 
will be introduced by Committee Chair- 
man Earle B. Tilton, director of under- 
writing—personal lines, Nationwide Mu- 
tual, who will open the meeting. Also 
scheduled to welcome the expected sev- 
eral hundred company representatives, 
is HIAA General Manager Robert R. 
Neal. 

In addition to the workshop sessions, 
designed to enable smaller groups to dis- 
cuss areas of mutual interest in the ad- 
ministration and experience of individual 
and family policies, the forum this year 
will feature three panel sessions during 
the morning of each meeting day. Topics 


we to be discussed by the panelists include 
aprove underwriting, medical impairments, and 
on thay Communications. 
n 1959 The program for the Forum was de- 
smpanyg Veloped by the 1958 individual insurance 
w life forum subcommittee, headed by Chair- 
withou@ man Peter J. Burns, executive assistant, 
out tha New York Life. Other members of the 
e addig group, which is a part of the larger 
HIAA individual insurance committee, 
are: Allan K. Archer, secretary, acci- 
= dent & health, Great-West Life; Rodney 
policy U. Clark, superintendent, A. & H. under- 
as th writing, Paul Revere Life; Francis W. 


Evans, director of A. & S. underwriting, 
The Prudential; Harry L. Graham, secre- 
tary, A. & S. Bankers Life, Des Moines; 
Robert E. Ryan, superintendent, acci- 
dent & health department, Royal-Globe 
Insurance Group, and Paul Schneider, 
staff assistant, Mutual of Omaha. 

Advance registration forms for the 
forum were distributed to the corre- 
sponding offiicers of HIAA’s member 
companies by its Chicago office on 
September 15, 





4-Day Group Sales Meeting 
Held by Paul Revere Life 


_The biennial national conference of 
Group sales representatives of the Paul 
Revere Life was held September 9-12 at 
the Bald Peak Colony Club, Melvin 
Village, N, H. This four-day sales and 
service seminar was preceded by a day’s 
business session at the company’s Wor- 
cester, Mass, home office. 

Robert Allen, Jr., director of Group 
sales and service, was conference chair- 


[ospitag man, Speakers included Frank L. Har- 
y Hos-§ ington, president; John J. Plumb, vice 
‘jod ofg President and director of agencies; Alli- 
65, the son S. Beebe, vice president and man- 


xpense 





ager of group; F. A. Harrington, vice 
President and group secretary; Thomas 


in hos: H. Kirkpatrick, vice president and actu- 
provi ary; John M. Sutherland, Jr., associate 
ospitalf actuary, A. E. Johns, J. J. Mellor and 
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other in 
be operating by end.of September. 


John Bryce of the company’s Group staff. 





Consolidated Mut.Ahead 20% 
In Writings; 2 New Offices 


Consolidated Mutual of Brooklyn re- 
Ports premium volume gain of 20% for 
six months of 1958 and surplus increase 
of $608,894. This brings its total sur- 
plus to $4,637,317, 

_The company has also opened two ad- 
ditional offices, one in Buffalo and the 
Washington, D. C., which will 





your policyholders get this 


Renewal Warranty 


with Combined’s ‘Royal Banner’ 
Hospital and Medical-Surgical Policies 


Another progressive stride by Combined! 


This Renewal Protection Warranty is included with 
each low-cost Royal Banner Hospital Policy and/or 
Royal Banner Medical-Surgical Policy. The Warranty 
assures no individual cancellation or non-renewal 
(unless similar action is taken by the Company on 
all policies in the state), no individual premium 
increase (unless similar action is taken by the 
Company with respect to all policyholders in the 
insured’s class). No post-claim underwriting. 


This remarkable new sales tool will increase your 
referral interviews and closing percentage and pave 
the way for long-term renewals through better 
persistency. 


It’s another example of how Combined, world’s 
second largest exclusive accident and health company, 
can help you to success in the A & H field. 


For details on our Royal Banner Policies—and what 
they can do for you — fill out the coupon below and 
mail it today. 
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forms 15047 and 15049. This decision és offective on September 4, 1958, with regard lo all policy- 
holders of record befire shugust 4, 1958, and tt will be offective on thugust 1, 1958, forall policies issued 
Be etl further tnown thal the Company wanants Chal the Renewal Prolection as afforded under 


A. No Individual Cancellation or Non-renewal. Ze C 
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prolicy forms 15047 or 15049, unless tl declines lo ‘onan all such policy forms in force in the in- 
sered’s stale of restdence «tlh ether of the abore mentioned riders allached. 
. Premiums Adjustable on State Basis Only. 40 such individual policy may be singled oul fora premium 
rates may only be adjusted of premiums are adjusted for all such policy- 
holders in the same class in the insureds sale of residence. 
Policy Coverage Never Restricted After Issuance. The Company cannol restricl or modify policy forms 
15047 0r 15049 with rider forms 15583 0r 15584 allached afer issuance of such prolicy and rider 
or after the payment of any claim under such policy and rider. 
Warranty not applicable in the states of North Carolina and Georgia 
COMBINED INSURANCE COMPANY OF AMERICA, HOME OFFICE, CHICAGO 40, 'LLINOIS 
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OF AMERICA 
W. CLEMENT STONE, PRESIDENT 
5316 Sheridan Road, Chicago 40, Illinois 
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Combined Insurance Co. of America, Dept. 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: I am interested in details about 


your Royal Banner Policies and how I can 
qualify to sell them. 
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Guardian Life Has New 
Group Lifetime MM 


BEING WRITTEN IN N. Y. STATE 





Approval Sought in all States; Three 
Plans May Be Superimposed on 
Blue Cross-Shield Plans 


Guardian Life Insurance Co. of Amer- 
ica is now writing lifetime major med- 
ical coverage on a Group basis in New 
York State. The new policy has been 
filed’ in all other states and the District 
of Columbia and will be offered as ap- 


proyals are received from the various 


Insurance Departments. 

Coverage will be written on groups 
up to 500 insured employes and may be 
superimposed on Blue Cross, Blue Shield 
or any Guardian base plan, or written 
without a base plan. 

Guardian Life’s Group major medical 
includes provision for lifetime coverage 
for all participants, as long as the master 
policy remains in force. Retiring em- 
ployes and their dependents may be given 
continued coverage either in the Group 
plan or by conversion to Guardian’s 
individual major medical. The same con- 
version privilege is available for termin- 
ating employes and their dependents, de- 
pendent children reaching the limiting 
age, and dependents of deceased em- 
ployes. 

Choice of Three Plans 


Buyers have a choice of three plans: 
One provides a maximum benefit of 
$5,000, with a surgical limit of $750 and 
a hospital room and board limit of $20 
per day; the second offers a maximum 
benefit of $7,500, with surgical limit of 
$1,000 and hospital room and board of 
$25 daily; the third plan has $10,000 
maximum, with surgical limit of $1,250 
and $30 per day hospital room and board 
limit. 

The maximum benefit limits are per 
illness maximums prior to age 65, and 
aggregate after age 65. 

The only co-insurance requirement in 
any of the plans is on private nursing 
fees. On all other covered charges, sub- 
ject to the limits quoted above, Guard- 
ian Life pays the full amount after the 
deductible has been met. 

On each plan the buyer has the choice 
of a $300 or a $500 integrated deductible. 
If there is no base plan the deductible 
per illness will be the amount selected 
at time of issue—either $300 or $500. 
However, if there is a base plan and 
benefits under the base plan exceed the 
stated deductible, the deductible for that 
claim will be the amount paid under the 
base plan. 

Other features include provision for 
benefits in event of mental illness, and 
for convalescent home care following 
hospital confinement. 

The addition of Group major medical 
gives Guardian Life, which entered the 
Group field in February, 1957, a portfolio 
that includes all forms of coverage except 
Group permanent and Group annuities. 


Whitted Service Office Mgr. 


Warren R. Whitted has been appointed 
service office manager in Chicago, for 
Mutual and United of Omaha. The an- 
nouncement was made jointly by V. J. 
Skutt and N. M. Longworth, presidents 
of the respective companies. 

Mr. Whitted joined the legal depart- 
ment of the companies in 1947. He is 
a graduate of the University of Omaha 
a4 Creighton University’s College of 

aw. 





United of America Plans to 
Erect New H. O. Building 


United Insurance Co.. of America, 
Chicago, announces that it has purchased 
the property located at the southeast 


corner of State Street and Wacker 
Drive in Chicago. President Jack R. 
Hogan states that plans are being 


drafted to erect a 25-story ultra-modern 
air conditioned office building at this 
choice Loon location. It will be in keep- 
ing with Chicago’s “new look” program 
for the Loop area. 

The company will move its home 
office from 1313 South Michigan Avenue 
upon completion of the new structure 
which will probably be by the end of 
1959. It will occupy the majority of the 
space for its home offices and the re- 
mainder will be available for lease. Two 
lower level parking areas are also in- 
cluded. 

United of America, now in its 40th 
year, was founded in Illinois in 1919 by 
O. T. Hogan, now chairman of the board 
of directors. he company operates in 
42 states, District of Columbia and 
Hawaii. In addition to its home office in 
Chicago, there are three regional home 
offices—Los Angeles, Baltimore and 
Columbia, S. C. The United also main- 
tains over 200 district offices. 

United’s assets are approximately $100 
million with life insurance in force of 
more than $680 million. Its major lines 
of business are life, A. & H. and hospital 
insurance. Its gross income for 1958 is 
expected to exceed $80 million, .an in- 
crease of $2 million over that of 1957. 
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FIFTY-ONE YEARS OF INSURANCE SERVICE 
e ACCIDENT-SICKNESS-HOSPITAL-MEDICAL e 


SPECIFIED DISEASES 
SUB-STANDARD RISKS 
INDUSTRIAL 

TRUE GROUP 
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SPECIAL RISKS 
VOLUNTEER FIREMEN 
“TOURINGSURANCE" 


LIABILITY e 


THE HoosiER CASUALTY COMPANY 


HOME OFFICE: 333 North Pennsylvania Street, Indianapolis, Indiana 


Best's Rating A+ 


OPERATING IN 


Ilinois—Indiana—lowa—Kentucky—Michigan—Missouri—Nebraska 
New Jersey—Ohio—Pennsylvania—West Virginia 





Jchn Hancock Expands 
Health Ins. Program 


HOSPITAL EXPENSE _ POLICY 


Now Available to Extend Present Cov- 
erages; Pres. Byron K. Elliott Re- 
ports 30,000 Covered 





Byron K. Elliott, president, John Han- 
cock Mutual Life, has announced the 
first expansion of the company’s personal 
health insurance policies with the intro- 
duction of a lifetime hospital expense 
policy. 

“A growing concern over the health in- 
surance problems of our older citizens 
has been responsible for the inaugura- 
tion of this policy,” Mr. Elliott stated. 
“It is because of the excellent reception 
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THE OLD STATE HOUSE. 
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our policies have enjoyed since May 
1957, when we entered the field of Indi 
vidual Accident and Sickness insurance 
that the company has been encouraged 
to present this new coverage,” he con 
tinued. “As of the end of August, ove 
30,000 individuals were covered under on 
or more of the company’s personal health 
policies,” the John Hancock’s presiden 
added. 

The extension of the hospital expense 
coverage will be available for new poli4 
cies applied for on and after October 1 
1958. For existing policies, the improve; 
ment in coverage may be added on thd 
next anniversary of the policy in 1959 
Until December 31, 1959, the company 
will permit the change to the new life; 
time hospital expense policy, withou 
evidence of insurability and without th 
payment of back premiums for the addi 
tional coverage. 


Guaranteed Renewable 
The lifetime hospital expense policy 
is guaranteed renewable so long as th 
insured or the insured’s spouse, if 3 
covered family member, lives. Premium 
are payable for their lifetime. 
the present hospital expense policy th 
company retains the right to change th 
applicable table of premium rates. 
Subject to variations under applicabl 
state laws, the lifetime hospital expens 
coverage provides, under premium notic 
business, the following hospital expens 
benefits for any one period of hospita 
confinement commencing prior to th 
policy anniversary next following th 
covered family member’s 65th birthday: 
















Maximum Hospital Expense _Benefi 
Period 180 days. Maximum Hospital 


Services Benefit 15 times the Daily Hos- 
pital Benefit. Maximum Physician’s In- 
Hospital Medical Expense Benefit $150 

There will be no change in the above 
benefits available before age 65. How- 
ever, the hospital expense benefits which 
are available for any one _ period of! 
hospital confinement commencing on and 
after the policy anniversary next follow- 
ing the covered family member’s 65th 
birthday are as follows: 

Maximum Hospital Expense Benefit 
Period 60 Days. Maximum Hospital 
Services Benefit 10 times the Daily Hos- 
pital Benefit. And for any period 0 
hospital confinement after age 65, the 
Physician’s In-Hospital Medical Expens¢ 
Benefit is not provided. 

Except for the above changes in hos- 
pital expense benefits, the policy prov 
sions and benefits under present hospita 
expense policies are retained. As_ here 
tofore, the maxinium issue age for hos 
pital expense policies will be age 60. 

Until further notice, for certain issué 
ages, there will be available the preset! 
hospital expense policy which is guarat 
teed renewable to the policy anniversaty 
next following the 65th birthday. . 

The John Hancock lifetime hospité' 
expense program will apply to both pre 
mium notice and monthly debit business) 
although the benefits differ somewhi! 
in the two series of policies. ; 

In California, benefits and rates differ 
‘slightly from the rest of the country: 
complying with the regulations of tha! 
State’s Department of Insurance. 
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T. T. Wallace Keynoter 
Of HIAA Forum Oct. 27 


FON INDIVIDUAL INSURANCE 





Program Includes 3 Days of Workshop 
And Panel Discussions; Peter J. 
Burns Chr. of Forum Subcommittee 





Travis T. Wallace, president of the 
Health Insurance Association of Amer- 
ica, has been scheduled to deliver the 
keynote address at the association’s an- 
nual individual insurance forum in Chi- 
cago. The forum, which will bring 
together insurance company executives 
from all parts of the country and Can- 
ada, will convene for three days begin- 
ning Monday, October 27, at the Drake 
Hotel. 

Mr. Wallace, who is also president of 
the Great American Reserve, Dallas, 
will be introduced by Committee Chair- 
man Earle B. Tilton, director of under- 
writing—personal lines, Nationwide Mu- 
tual, who will open the meeting. Also 
scheduled to welcome the expected sev- 








May 


Bane eral hundred company representatives, 
wrage is HIAA General Manager Robert R. 
2 Neal. 

> con 


In addition to the workshop sessions, 
designed to enable smaller groups to dis- 
cuss areas of mutual interest in the ad- 
ministration and experience of individual 


, ove 
er one 
health 








sident and family policies, the forum this year 
cpensd will feature three panel sessions during 
polit the morning of each meeting day. Topics 
ber 1g to be discussed by the panelists include 
prove] underwriting, medical impairments, and 
on thd communications. 
~ 1956 The program for the Forum was de- 
npanyg Veloped by the 1958 individual insurance 
v lifeg forum subcommittee, headed by Chair- 
ithouf! man Peter J. Burns, executive assistant, 
ut tha New York Life. Other members of the 
-addig group, which is a part of the larger 
HIAA individual insurance committee, 
are: Allan K. Archer, secretary, acci- 
_ | dent & health, Great-West Life; Rodney 
policy§ U. Clark, superintendent, A. & H. under- 
as thf writing, Paul Revere Life; Francis W. 


if & Evans, director of A. & S. underwriting, 





nium§ The Prudential; Harry L. Graham, secre- 
unde@ tary, A. & S. Bankers Life, Des Moines; 
'y th Robert E. Ryan, superintendent, acci- 
ze th dent & health department, Royal-Globe 
; Insurance Group, and Paul Schneider, 
icabl@ staff assistant, Mutual of Omaha. 
pens = Advance registration forms for the 
notic# forum were distributed to the corre- 
pense’ sponding officers of HIAA’s member 
spita companies by its Chicago office on 
o thl September 15. 
x the 
hday: 
cnet) 4-Day Group Sales Meeting 
Hes§ Held by Paul Revere Life 
5 In4 
$150m The biennial national conference of 
aboveg Group sales representatives of the Paul 
How Revere Life was held September 9-12 at 
which the Bald Peak Colony Club, Melvin 
nd of Village, N. H. This four-day sales and 
n andg Service seminar was preceded by a day’s 
slow business session at the company’s Wor- 
65th cester, Mass, home office. 

Robert Allen, Jr., director of Group 
enefitg Sales and service, was conference chair- 
pita man. Speakers included Frank L. Har- 


Hos-§ ‘ington, president; John J. Plumb, vice 





od off President and director of agencies; Alli- 
5, the son S. Beebe, vice president and man- 
pense ager of group; F. A. Harrington, vice 
President and group secretary; Thomas 
hos: H. Kirkpatrick, vice president and actu- 
prove ary; John M, Sutherland, Jr., associate 
pita actuary, A. E. Johns, J. J. Mellor and 
here John Bryce of the company’s Group staff. 
hos: 
(), 
iss Consolidated Mut.Ahead 20% 
aati In Writings; 2 New Offices 
rea Consolidated Mutual of Brooklyn re- 
spital Ports premium volume gain of 20% for 
pre: 4 months of 1958 and surplus increase 
rene ° $608,894. This brings its total sur- 
wha PLS to $4,637,317, 


_Uhe company has also opened two ad- 
diffe ditional offices, one in Buffalo and the 
other in Washington, D. C., which will 


it be operating by end of September. 


Rearguments Heard in the 
Travelers Health-FTC Case 


The United States Court of Appeals 
for the Eighth Circuit, ‘sitting in Kansas 
City, Mo., on September 13, heard re- 
arguments in the case of The Travelers 
Health Association. of Omaha against 
the Federal Trade Commission. The 
court has the case under submission. 

Fraizer & Fraizer of Lincoln, counsel 
for The Travelers Health, presented 
arguments that questioned the FTC's 
jurisdiction in the matter at bar in view 
of the U. S. Supreme Court’s decisions 


of June 30 in the FTC cases involving 
the National Casualty and the American 
Hospital & Life. 

The case of The Travelers Health was 
originally argued before the Appellate 
Court last November 13. 





M. F. JOHNSON JOINS ALLSTATE 


Marvin F. Johnson has joined the All- 
state Insurance Companies as claims 
director for their two newest lines, 
A. & S. and hospitalization and life insur- 
ance. Prior to joining Allstate, Mr. 
Johnson was with Sun Life of America 
in Baltimore. 


Union Dental Care Cover 

Local 14-149 of the Oil, Chemical and 
Atomic Workers International Union 
(AF of L-CIO) became the first union 
to obtain a non-profit dental insurance 
plan for its members through an agree- 
ment with Helena Rubinstein, Inc. 
Anthony Mazzocchi, the union’s presi- 
dent, described the arrangernent as ‘a 
break-through comparable to that of 1946 
when unions began to bargain for hospi- 
tal and medical care. This,” he declared, 
“heralds a trend of collective bargaining 
for dental benefits to complete the health 
care package.” 
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Renewal Warranty 


with Combined’s ‘Royal Banner’ 
Hospital and Medical-Surgical Policies 


Another progressive stride by Com 


This Renewal Protection Warranty is included with 
each low-cost Royal Banner Hospital Policy and/or 
Royal Banner Medical-Surgical Policy. The Warranty 


assures no individual cancellation 


(unless similar action is taken by the Company on 
all policies in the state), no individual premium 
increase (unless similar action is taken by the 
Company with respect to all policyholders in the 
insured’s class). No post-claim underwriting. 
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15047 0r 15049 with rider forms 15583 0 15584 allached afler issuance of such policy and rider 
or after the payment of any claim under such policy and vider. 
Warranty not applicable in the states of North Carolina and Georgia 
COMBINED INSURANCE COMPANY OF AMERICA, HOME OFFICE, CHICAGO 40, I_LINOIS 
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Combined insurance Co. of America, Dept. 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: I am interested in details about 
your Royal Banner Policies ard how I can 
qualify to sell them. 
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Hospital and Group A. & H. Experience for 1957 


The hospital and medical experience 
and the Group A.&H. experience for 
1957, shown below, is taken from the 
New York Insurance Department’s an- 
nual booklet which shows loss and ex- 
pense ratios on the business of all com- 
panies writing A. & H. that are duly 
licensed in New York. Total and aggre- 


the New York or Albany offices of the 
Department. 

The tables, it is explained, are pre- 
pared from data reported in the Insur- 
ance Expense Exhibits as filed with the 
New York Department as of December 
31, 1957. Incurred losses are based upon 
the case estimate reserves and exclude 


on the net basis after reinsurance. The 
New York State figures are on a direct 
basis excluding reinsurance. 

The Department further notes that all 
ratios are based on earned premiums, 
except those for “commission and _ bro- 
kerage” and “taxes and fees” which are 
based on written premiums. Expenses 
do not include Federal income tax. Net 






































































































































gate figures are presented. Individual allocated claim expense. Expense ratios 
company results can be obtained from include both allocated and unallocated gain shows results before consideration 
the booklet itself, obtainable at either claim expense. Countrywide figures are of Federal income tax. 
HOSPITAL AND MEDICAL EXPERIENCE — 1957 
{ “EE”? — based on earned premiums 
LOSS AND EXPENSE RATIOS \ SW? — based on written premiums 
Unverwritine Ratios ANALYsis OF EXPENSES New York State 
(Countrywide) (Countrywide) EXPERIENCE 
Net Net 
COMPANY premiums premiums : | 
written earn Loss | Commis-| Other Taxes : Incurred 
(Countrywide) (Countrywide) Losses | Expenses} Net adjust- | sion and | acquisi- | General and Direct loss 
incurred |(adjusted)} gain ment |brokerage; tion “E” fees premiums ratio 
— (adjusted) = 7" “<— enyree earned “i 
ees” a (F. & C.) 
REGATES 
$30,275,856 $30, 844,427 40.2 45.9 13.9 4.0 25.8 3.5 2.1 35.6 
39,488,268 38,831,789 42.8 45.2 12.0 3.7 24.2 10.2 4.7 2.4 46.9 
38,708 ,322 39,498,021 44.7 46.7 8.6 4.1 24.7 10.6 4.9 2.4 32.0 
41,240,592 40,690,325 43.8 47.6 8.6 4.0 25.1 10.8 5.3 2.4 42.5 
MUTUAL COMPANY (F. & C.) 
AGGREGATES 
____ TR ne 3,930,959 3,727,862 51.3 48.0 + 5.3 18.3 12.7 9.4 2.3 527,468 42.8 
eee ern 4,305,729 4,279,770 42.7 49.2 8.1 4.5 18.4 13.9 10.0 2.4 569, 155 44.0 
| REE eres cers 4,189,210 4,344,212 34.8 44.8 20.4 4.3 16.6 13.3 8.3 2.3 603 ,549 23.7 
BUY oS cb humanich-«4sbo Anaheteneon sks nea 3,755 ,953 4,350,775 29.5 44.3 26.2 4.2 17.2 12.8 7.8 2.3 553,015 26.2 
LIFE AND A. & H. COMPANY 
AGGREGATES 
nkks stapkbunceuke bined coth conuk ba 81,357,090 76,697,715 52.0 48.2 —.2 4.8 25.1 re | 8.7 2.5 13,851,221 44.4 
iesbacacksathoagekh sees 78,139,670 76,768,915 55.9 41.2 2.9 4.6 21.6 5.9 6.8 2.3 12,701,435 48.2 
ARREST ere en 86 ,866 ,452 83 ,436 ,874 58.4 40.0 1.6 3.0 22.8 4.9 7.0 2.3 13 347,736 49.1 
PT nep AEs SS Serie aes hsenenteoesanste 92, 158 ,025 91,473 ,168 57.2 40.2 2.6 2.9 22.5 4.9 7.4 2.5 14,298, 134 49.6 
326 , 894 188 ,587 50.2 60.7 | —10.9 1.6 54.7 1.5 2.8 1 —_— — 
1,102,609 914,673 46.5 45.6 7.9 2.4 33.2 4.0 4.3 13 -_— -_— 
1,399,489 1,352,288 42.6 52.2 5.2 2.9 39.8 5.2 3.0 1.3 = -__ 
1,499,809 1,533,141 39.2 50.3 10.5 3.0 39.9 3.4 2.6 1.4 -— — 
™ 1 ™ . . wy. T al ry. al y . _ a. wl 
GROUP ACCIDENT AND HEALTH EXPERIENCE — 1957 
“SE”? — based on earned premiums 
LOSS AND EXPENSE RATIOS { { aatls ’ 
W” — based on written premiums 
Unperwnriting Ratios ANALYSI8 OF ExPENSES New Yorx Stary 
(Countrywide) (Countrywide) EXPERIENCE 
Net Net 
COMPANY premiums premiums : 
written earned Loss | Commis-} Other Taxes . Incurred 
(Countrywide) (Countrywide) Losses | Expenses Net adjust- | sion and | acquisi- | General and Direct loss 
inzurred |(adjusted)} gain ment |brokerage| tion “—E” fees premiums ratio 
on” (adjusted)| “E” We op” “ye eeadl ap” 
STOCK COMPANY (F. & C.) 
AGGREGATES 
$225, 231,826 $220,530, 074 78.0 18.3 3.7 2.6 1% 2.4 3.6 2.6 | $40,248,027 62.3 
249,618,679 240,972,549 76.8 18.7 4.5 2.7 7.2 2.6 3.6 2.6 41,630,530 62.8 
288,788,472 279 349,446 78.9 17.6 3.5 2.7 6.7 2.7 3.1 2.4 47 874.278 66.7 
336,030,986 337,400,641 81.0 16.8 2.2 2.4 6.4 2.6 3.0 2.4 56,510,348 68.1 
407 614,780 407 ,434 , 467 83.9 15.5 6 2.3 5.6 2.4 2.9 2.3 65,416,433 75.6 
MUTUAL COMPANY (F. & C.) 
AGGREGATES 
55,972,351 55,548,077 76.9 15.2 7.9 3.0 1.4 5.3 2.6 2.9 14,994,991 60.2 
60,329 ,926 58 ,332,492 74.9 15.8 9.3 2.9 2.3 5.3 2.7 2.6 14,581,249 57.2 
69,666,044 69,080, 857 81.0 14.6 4.4 3.0 1.5 5.4 2.3 2.4 14,897 ,906 64.9 
81,746,538 81,009,990 83.3 16.2 6 3.2 2.0 6.0 2.8 2.2 15,789,935 67.6 
95,959 ,367 94,532,714 88.2 16.2 4.4 3.3 1.8 5.7 3.1 2.3 19,312,431 82.8 
LIFE AND A. & H. COMPANY 
AGGREGATES 
ROT RE ES EE err 792,871,987 774,234,371 81.7 12.6 5.7 1.6 2.8 2.1 3.7 2.4 118,682,594 72.5 
SE cismislcict ARERR « och tees oe ks 884. 504, 904 | 868 ,094 ,988 79.5 12.0 8.5 1.5 2.5 2.1 3.5 2.4 130,941,083 72.8 
ee re 1,006,906. 170 983,711,216 81.4 11.5 Ye 1.6 2.3 2.0 3.3 2.3 140,358 , 698 74.4 
RPS Ry SP ARS 1,169, 118,029 1, 152,465,990 85.1 11.0 3.9 1.5 2.2 1.9 3.2 2.2 157,414,660 78.9 
RRS ee ee ere 1,335 ,885,502 | 1,340,979,290 87.6 11.3 1.1 1.6 2.2 1.9 3.3 2.3 178,369 ,356 82.7 
REINSURANCE COMPANY 
AGGREGATES 
1,451,761 1,549,744 39.8 54.0 6.2 2 51.7 1.0 9 2 —-—— --— 
2'557,970 2'759,281 43.9 44.6 11.5 1.2 39.3 1.7 1.6 8 a ad 
3,433,175 3,166,004 46.1 34.3 19.6 1.3 27.5 2.2 2.2 13 —— oe 
3,304,946 3,955,322 59.8 27.5 12.7 2.1 17.8 3.6 2.3 1? a — 
4,574,588 4,552,124 68.3 30.2 1.5 2.9 20.8 3.7 1,8 1.0 —— | —-— 
. ’ the country as important persons in efficient. 
National Salesmen $ Day our American economy. “It is time that we in the United 


Proposed by W. C. Stone 


A Proposal to declare a National Sales- 
man’s Day was made by W. Clement 
Stone, president of the Combined Group, 
at a recent meeting in Mason City, Ia. 
Addressing a luncheon meeting of Mason 
City District Association of Life Under- 
writers, Mr. Stone remarked: 

“Our recovery from the recent reces- 
sion alone is evidence enough of the 
fact that greater recognition should be 
given salesmen of all types throughout 





“Through the untiring efforts of sales- 
men, the confidence of the buying public 
is now being restored so that our econ- 
omy can go forward. If goods and serv- 
ices cannot be sold, they cannot be 
produced or provided and thus the 
millions of jobs in our economy cannot 
be supported. 

“Salesmen are the sparkplugs of our 
economy. They make it come to life. 
Without good salesmen our economy, like 
an automobile with poor  sparkplugs, 
would become sluggish and grossly ia- 


States recognize this importance of our 
salesmen to the economy.” 


TWO NEW HIAA MEMBERS 

The Countryside Casualty of Colum- 
bia, Mo. and the Union National Life 
of Lincoln, Neb. have joined the Health 
Insurance ‘Association of America. Coun- 
tryside is a wholly owned subsidiary of 
the MFA Mutual of Columbia and Union 
National is a member of the American 
General Group, both of which are HIAA 
members. 





WASHINGTON NATIONAL POSTS 


Dale Darland, C. 'D. Smith, W. J. Herr- 
mann, R. W. Raymond, Frank Watt 
Advance in Group Dept. 


Washington National has announced 
the advancement of five members of its 
Group department. Dale Darland is pro- 
moted to second vice president and con 
tinues in charge of the teacher Group 





Ray 


Eugene L. 


AND 


DALE DARL 


division. Mr. Darland is also responsible 
for organizing the recruiting and train- 
ing of new Group field representatives 
from various colleges and 
throughout the country. 

C. D. Smith becomes third vice presi- 
dent in charge of all Group exclusive 
of teacher Group business. Prior to his 
promotion, Mr. Smith served as Group 
regional director responsible for the han- 
dling of sales and service in the Eastern 
(Group territory. 

W. J. Herrmann 


advances to the po- 


ition of third vice president in charge 
of Group administrative operations in 
the home office and field. In addition, 
Mr. Herrmann serves on the company’s 
personnel and methods and_ planning 
committees. 

R. W. Raymond is appointed third 
vice president of the company. For- 


merly Group regional director, Mr. Ray- 
mond continues his association with the 
teacher Group division in charge of op- 
erations in the Eastern territory. 

Frank Watt, previously supervisor of 
the Chicago Group office, is being trans- 
ferred to the home office with the title 
of Group regional director. Mr. Watt 
will concentrate his efforts in the area of 
Group sales and_ service. 


Spottke on Driver Licensing 


Committee of Women’s Clubs 
A. E. Spottke, vice president of the 
Allstate Insurance Companies, has been 
named a member of the advisory com- 
mittee on driver licensing of the General 
Federation of Women’s Clubs. 

This 11 million member organization 
is launching a countrywide campaign fot 
improvement of state driver licensing 
programs in each state. Main objective 
of the campaign is to require more thor- 
ough preparation on the part of driver 
license applicants. 

Other members of the six-man ad- 
visory committer, represent the Ameri- 
can Association of Motor Vehicle Ad- 
ministrators, the Automotive Safety 
Foundation, General Motors Corp., the 


Inter-Industry Highway Safety Com- 
mittee and the Traffic Institute of 
Northwestern University. A booklet 


titled “Passport to Safety,” which out- 
lines the license improvement program, 
has been produced for the women’s 
organization through the cooperation 0 
Allstate. 


universities § 
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